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Notice of Increase i | 
in Guaranteed Mileage to. | 
6,000 Miles | 





Hereafter 6,000 miles will be the basis of 
guaranteed service for all 
Pennsylvania Oilproof 


VACUUM CUP TIRES 


—per guarantee tag attached to each casing. 


This will also apply to all Vacuum Cup Tires at pres- 
ent in service. 


This announcement follows logically the result of The 
Automobile Club of America Official Test, in which 
nine tires, on heavy cars, averaged 6,760 miles, three 
of them exceeding 8,900 miles. 


On the new basis of guarantee, Vacuum Cup 
Tires are lower in cost per mile by from 17% 
to 22% than any so-called non-skid tires sold 
on an adjustment basis of 3,500 miles. 
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The dealer’s positive assurance of profitable sales is 
a natural evolution of the consumer’s positive assur- 
ance of definite average mileage performance. 


Pennsylvania Rubber Company 
Jeannette, Pa. 


Direct factory branches and service agencies 
throughout the United States and Canada 





An Independent Company with an Independent Selling Policy 
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The National Catalog Tells 


You All About. It 


OU’LL find all the main facts and minor details about the No. 
77 Storm Proof Door Hanger in the National Catalog. 


The National Catalog is published yearly for the convenience 
of every hardware retailer in mail ordering. Keep a copy on file 
and keep your file up to date, for in every issue you will find records 


of betterments in the National Line. 


The Improved Storm Proof Rail; for instance, on which every 
No. 77 Hanger is supposed to run, has snug-fitting dove-tailed ends, 
which eliminates the cover splice, a new style end cap, and an over- 
hanging cover, which gives ample protection to the opening be- 


tween door-top and rail-bottom. Requires no brackets. 
“The National Catalog tells you all about it.” 


NATIONAL MANUFACTURING COMPANY 


STERLING 





ILLINOIS 
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SANNER CHAIN OF HARDWARE 
STORES PUSHES AUTOMOBILE 
ACCESSORIES 




















Show windows of the Sanner Hardware Company at Shamokin, Pa. The window in the foreground is devoted to 
a display of automobile accessories 


N the lower Northumberland county and Schuyl- 
| kill county coal regions of Pennsylvania are 
located a string of hardware stores, known as 
the “Sanner” stores. The Sanner Hardware Com- 
pany, with its principal store at Shamokin, Pa., has 
four other large hardware stores, at Mt. Carmel, 
Minersville, Tremont and Mahanoy City, Pa., re- 
spectively. These stores and their warehouses 
cover: approximately two acres and every inch of 
space is utilized to advantage. 

The officers of the company are: F. W. Sanner, 
president; John Falker, vice-president; C. E. Jones, 
secretary; C. Atwood Lee, assistant secretary and 
auditor; E. D. Sanner, treasurer and general man- 
ager; M. A. Byerly, general sales agent. The stock 
in the company is owned by a number of share- 
holders and the books show unmistakably the wis- 
dom of this broad distribution of the shares, since 
every interested holder is directly concerned in the 
earning capacity of the organization. 


Motor Accessories One of the Firm’s Leading Lines 


No dull tools nor rusty hardware are carried by 
the Sanner Hardware Company; neither does this 
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company have in its employ any dull or antiquated 
clerks. This was exemplified when a representa- 
tive of HARDWARE AGE was recently greeted near 
the main entrance of the store in Shamokin, Pa. 
It was late springtime and every clerk in the store 
was busily engaged in showing and selling goods in 
demand at that season. One clerk, perched high up 
on a rolling ladder, was greeted by the visitor, with 
the introductory question: “Do you sell motor sup- 
plies?” “You bet we do!” joyously exclaimed the 
young man; with that exclamation he suited the 
ready action that was within his supple frame to 
his words, and came down from his high perch, to 
talk about the firm’s experiences in the new line. 

Spring and summer were calling the motorists 
of this coal dust country to the road; this spirit 
of the awakening of the most inviting season of 
the year was shown in the countenance and in 
the cheery ring of this animated clerk’s voice. He 
and others noticed in action the Shamokin store 
of the Sanner Hardware Company were real “live 
wires.” One could quickly discern that they were 
in the habit of “doing things” along lines of modern 
methods. 
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The Sanner Hardware Company has been handling 
motor accessories and supplies for the past three 
years. in a jobbing and retail way. It has seven 
traveling salesmen who circulate through nine 
counties of the state. The company carries an 
extensive line of motor accessories and supplies, 
the line consisting, in part, of the following: Tires, 
jacks, horns, chains, lamps, electric bulbs, tire re- 
pair goods and outfits, all kinds of tools, separate 
and in kits; spark plugs, brake lining, oils, greases 
and gasoline; barrels of dry cells are also sold. 

The Sanner Company is preparing to carry in a 
sub-cellar under the sidewalk at their Shamokin 
store its stock of oils, greases and underground 
gasoline storage tanks. This department will be 
enclosed and separated from the main cellar under 
the store by fireproof doors. The company will also 
install curbstone gasoline and oil pumps and an 
air compressor’ for pumping up the tires of cus- 
tomers free of charge. 

The company’s tire business last. year amounted 
to nearly $8,000. This year it expects to double 
that amount of business in tires. Last year only 
one make of tires was sold. This year another 
popular make has been added. The adjustments on 
tires have been very few and the tire factories 
have been very fair and liberal in making adjust- 
ments that were satisfactory to their customers. 
The company’s spring business on tires has been ex- 
ceptionally large, due, no doubt, to the desire of 
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many motorists to start off into the summer motor- 
ing season with cars well shod. 

In and around Shamokin there are about 750 
pleasure and commercial cars. In the other cities 
where the company’s stores are located there are 
about 2,500 cars. The coal region country in which 
the Sanner stores are located is a rich field. While 
it is not so well adapted for motoring, on account 
of the poor condition of some of its mountainous 
roads, the motorists there are capable buyers. 

C. Atwood Lee, assistant secretary and auditor 
of the Sanner Hardware Company, voiced the opin- 
ion of the company, on the subject of motor acces- 
sories and supplies as the kindred line to general 
hardware, as follows: 

“The Sanner Hardware Company believes that 
there are great possibilities for hardware dealers 
in the motor car accessory and supply business. 
Every hardware dealer, whether an accessory dealer 
or not, handles some little thing that motorists 
come into his store for, and when he comes for 
that little article, a snappy display of accessories, 
sold at a fair profit, is going to catch his eye for 
other things he needs. Our stores carry this busi- 
ness as a department by itself. It is in charge of 
a salesman who knows the accessory business, be- 
cause we have trained him for it. We also believe 
that the motor car accessory business, in a few 
years, will be one of our largest and best-paying 
departments.” 




















Lorain County, Ohio, hardware dealers, who 


Lorain County Hardware Dealers 
Hold First Meeting 


N the evening of May 11, Secretary Carson, of 
the Ohio Hardware Association, paid a visit to 
the members in Lorain and found them so congenial 
among themselves that he suggested they extend 
their acquaintance to the other dealers in their 
county. It was arranged that Mr. Carson would 
go with Mr. GeMeiner, of the Krantz Hardware 
Company, and Mr. Delenbaugh, of the Central Hard- 
ware Company, the next day and call on the others 
and ask them to come to Lorain some time in the 
future and be guests of the Lorain dealers. 

As a result invitations were received by all the 
dealers in the county, asking them to attend a “fish 
fry” at the beautiful country home of C. R. Horn, 
on the lake front. Mr. Horn is a member of the 
firm of the City Hardware Company, of Lorain, 
and the response to this invitation can be seen from 


were the guests of C. R. Horn at his country home on 


Lake Erie 


the photograph taken on the bank of Lake Erie just 
before dinner was announced. 

Mr. Horn proved to be a splendid host, and the 
way he sends fried fish to the table will always 
insure to him a lot of warm friends among his 
neighbors. After cigars had been passed, the eve- 
ning was spent in general discussion, and arrange- 
ments were made to have the next meeting in Elyria. 

Dealers were present from Lorain, Elyria, Ober- 
lin, Amherst, Wellington and Lagrange. There 
were only three dealers in the county absent from 
this meeting. Invitations had also been sent to 
President McGrath and Secretary Carson, of the 
Ohio Hardware Association, and to C. O. Rehburg 
and P. G. Wuertz, president and secretary, respec- 
tively, of the Cleveland association, all of whom 
were in attendance. 


THE TEXAS SADDLERY COMPANY, Fort Worth, Texas, 
has been organized with a capital stock of $120,000 by 
J. G. Wilkinson and others. 




















THE CANCELLED ORDER EVIL 


Things the Traveling Salesman Should Eliminate 
By EARL D. EDDY 


ANCELLED orders are very largely an un- 
& necessary evil. I believe I am safe in say- 
ing that seventy-five per cent. of the orders 
that are cancelled by buyers could have been 
shipped as contracted had the goods been properly 
sold in the first place. I have closely observed 
this problem for a number of years, making a care- 
ful study of the underlying and primary causes. I 
have been forced to the conclusion that most of 
the cancelled orders may be directly traced to weak 
selling methods. If this be true, selling plans 
should be revised and powerful remedies applied 
to the individual salesman. 

Weak salesmanship pays no one. The salesman, 
and his house, and the customer, all suffer damage. 
You may book a record-breaking number of orders, 
but what’s the use if a big percentage of them 
don’t stick? The risk of having your orders can- 
celled is like a leak in a money bag. Though the 
bag be heavy with gold, it may have a weak 
spot which will presently burst through and let 
your money roll into the gutter. The possibility 
of cancelled orders cannot be ignored. Look for 
the weak spots in your selling talk. Study and 
analyze them. Then mend the weak spots without 
delay. 

When I said seventy-five per cent. of the cancelled 
orders were to be rightfully blamed on the sales- 
man I made a statement which will find an echo in 
the minds of sales managers everywhere. The 
great majority of cancellations are clearly trace- 
able to some fault in the salesman’s method. Either 
verbal strings (usually unauthorized) are hung on 
the order or else some part of the agreement, prop- 
osition or terms is left unexplained. 


Cancelled Order a Reflection on Salesman’s Selling 
Ability 

It seems that some salesmen will “promise any- 
thing” to get the order. Some men work with but 
one idea, i. e., to book as large a volume of busi- 
ness each day as possible, not with the idea of 
taking orders that will stick, but rather to deceive 
both their house and themselves into thinking that 
they are doing a large business. Cancelled orders 
are a serious factor in any business. When they 
run beyond ten per cent. of the gross annual sales 
“there is something rotten in the State of Den- 
mark.” Such orders are almost as disastrous in 
their effect as the actual bankruptcy of customers, 
except for the saving feature that the goods are 
not lost. The cost of selling has been lost, how- 
ever, and when they are re-sold they carry a double 
selling cost not calculated upon in the making of 
the price. As suggested above, a cancelled order 
is, of necessity, a reflection on the selling ability 
of the salesman who turns it in. It frequently 
means a money loss to him as well as to his house. 

In a consideration of the factors behind cancella- 
tions, the dealer’s attitude toward the signed order 
should first be given our consideration. Without 
hesitancy I assert that it is the fault of the sales- 
men as a whole that some merehants have gotten 
into their present careless views regarding the 
signed order. Time was when an order signed by 
a responsible merchant was as good as his prom- 
issory note. Today it is legally as binding as a 
note. There is no reason why it should be other- 
wise regarded except for the careless, grasping 
salesman who thinks only of today and not of to- 
morrow. 7 
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Among some people it has become merely a mat- 
ter of convenience—this signed order. Such a 
dealer holds your house to it if the market goes 
up, but the shoe is on the other foot if the market 
drops. The moral standpoint seemingly has been 
lost and the analogy between the promissory note 
and the signed order promptly disappears. 

I would not say that salesmen deliberately en- 
courage their customers to cancel orders. That 
would be folly. But I do say that, without meaning 
to do so, they have given much encouragement by 
showing a willingness to sacrifice the rights of the 
house in order to suit the customer’s convenience. 
Also, as stated above, salesmen invite cancellations 
by their carelessness as to whether the customer 
is convinced or satisfied. THAT order is all they 
figure on. It’s the “now’—the afterward gives 
them no concern. 


Necessary to Make Customer Understand All Points 


To make an order stick it is essential that the 
customer understand all the points of the proposi- 
tion and agreement and that not one of them be 
eased by the statement that the provision is a mere 
formality which need not be considered as a bind- 
ing obligation. Just the minute you make that 
sort of a break, just then you have weakened the 
probability of your sale sticking by fully fifty per 
cent. You have planted the seed of weakness. If 
a customer has been led to think that he can safely 
disregard one part of the agreement, he very nat- 
urally concludes that it is not a serious thing to 
ignore the contract entirely if it suits his conve- 
nience. This is purely logical and the dealer can 
hardly be blamed. The salesman planted the seed— 
and a large part of the crop of cancellations are 
harvested just on account of that little weakness. 
“Get the order signed,” that’s the thing—“bother 
with the delivery—that’s a long ways off, and it'll 
be alright.” Many salesmen figure it that way and 
then wonder why they get “canned” so suddenly. 

When a customer becomes dissatisfied with the 
terms of his order because all the points in connec- 
tion therewith have not been clearly and accurately 
explained you may be sure the house is going to 
hear of it through a letter from the disgruntled 
one. Such letters or complaints are bad business 
for the salesman concerned, and their continuance 
can only result in one thing—his dismissal. Good 
intentions cannot be set up as a defense. Continued 
complaints of this type annoy the house and dis- 
turb the cusfomers—and there are other sal2smen 
to be had. | 

I notice that we always have to charge a large 
number of cancellations to the salesman who thinks 
more of making a big show today and less of the 
actual results tomorrow. On the other hand, the 
salesman whose dominating idea is to build up an 
increasing trade and who looks upon the taking 
of orders as mainly a foundation for that result, 
not only succeeds in avoiding cancellations, but at 
the same time places himself in line for bigger 
and better business in the future. His painstaking 
and conscientious methods may make it seem like 
uphill work, but the ultimate result will be highly 
gratifying to his house as well as himself. He will 
be on the job long years after the other sort of 
salesman is gone and forgotten. 

One glaring cause for cancellations lies in the 
fact that the buyer was not thoroughly sold in the 
first place. The salesman who exerts himself not 
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only to take an order, but to leave his customer 
thoroughly convinced that there are no better goods 
at any price, or none that will do as well at a lower 
price, forestalls competition and lessens the chances 
of cancellation. 

I have observed that the overloading of a cus- 
tomer is another frequent cause for cancellation. 
Obviously it is unwise, just for the sake of selling 
a customer a large order, to load him up with more 
goods than he can readily dispose of, or are not 
suited to his trade or location. Great discretion 
and judgment must here be exercised. The sales- 
man must be just as careful not to overload the 
customer as he is to sell him the largest order 
practicable—otherwise he can expect nothing but 
trouble. 3 

Business reverses experienced by the customer 
cause cancellations, but how many orders are taken 
by salesmen who know that the buyer, by the very 
appearance of his store, is probably in a bad way? 
A close co-operation with the credit man of your 
house is one of the best remedies I can suggest 
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against this. If the account is reported weak or 
unsatisfactory either book small orders, or let it 
alone entirely—I think the latter plan the best. 
Devote your energies to the man who can pay for 
what he gets, inside the discount date, and your 
cancellations will be fewer. 

The cancelled order problem is one which, of 
necessity, must be left to the individual salesman 
for solution. If each salesman would only realize 
how worse than useless it is to spend time and 
money in taking orders for goods that never will 
be shipped and will apply himself to removing and 
investigating the causes for cancellation, the evil 
will be eradicated, or at least greatly minimized 
in every practical way. 

Always remember that the mere sending in of 
the order does not constitute a sale. A sale is not 
a sale until the goods are delivered and paid for. 
The sooner you get this into your head the sooner 
you will sell your man and thus cut down that blot 
of cancellations now appearing opposite your name 
on the books of your house. 
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A loss that was turned into a gain. The Warner Hardware Company secured publicity by the aid of a robbery 


Getting Advertising Value from a 
Robbery 


; ee window trimmer employed by the Warner 

Hardware Company, Minneapolis, Minn., ar- 
ranged eighteen or twenty high-priced revolvers on 
a glass shelf in the window that is reproduced here- 
with. The shelf was temptingly close to the vesti- 
bule side of the glass and along came the man with 
the padded brick. : 

The policeman appeared in time to find the glass 
broken and some one connected with the firm arrived 
in time to find that the glass shelf had been tipped 
so as to make the revolvers slide toward the robber 
and he had succeeded in making away with them. 

The following day the window trimmer made the 
best of a bad situation by getting some profitable 
advertising from the occurrence. The signs, as long 
as they remained in the window, attracted specula- 


tive crowds and the firm obtained an unusual amount 
of advertising in this way. 

The two morals of this story are: Don’t display 
pistols within reach of the man with the padded 
brick, and take advantage of every opportunity to 
advertise your firm. 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Minn., June 22, 23, 24, 1915. 
M. L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 
oe 








BOSTON OUT FOR BIG CONVENTION 


New England Opens Its Campaign for 1916 


National Hardware Convention with 


Wonderful Hardware Motion Picture Reel 





New Seal of the New England Hardware Dealers’ Association 


tion at the 1915 convention in February voted organization in 1893, and three times its president, 
that an urgent invitation be extended the Na-_ was also “caught” by the camera man. 
tional Retail Hardware Association to hold its an- The directors call upon Gov. David I. Walsh of 
nual convention in Boston in 1916. ~ Massachusetts, and a view of his excellency is 
This vote was later ratified by the executive com- shown extending an urgent invitation for Boston- 
mittee, and a special committee was appointed by National 1916, in behalf of the commonwealth. 
President Henry M. Sanders, including James P. The Massachusetts State Board of Trade is one 


tic New England Hardware Dealers’ Associa- has been a worker in the association since its 





George M. Wright, Mayor of Worcester, Mass. Frank E. Stacy, Mayor of Springfield, Mass. 


Mackey of Brookline, ex-president, Archie J. Os- of the active trade organizations with which the 
borne of Holyoke, William W. Beal, associate presi- New England Hardware Dealers’ Association is 
dent, of Boston, and ex-President F. Alexander affiliated. Views are shown of the May outing of 
Chandler of Boston, chairman. the state board in a 90-mile automobile tour, includ- 

Chairman Chandler quickly organized his:com- ing the plant of the United Shoe Machinery Com- 
mittee, and a rather unique plan of campaign is in pany at Beverly, Mass. 


progress. A motion picture film is being prepared President Charles S. Farquhar of the Chandler 

by the Dadmun Studio of Boston to vividly present & Farquhar Company, Boston, and the National 

the invitation. Machinery & Supply Dealers’ Association offers 
In the course of the film-making over 3000 feet enthusiastic support. 

of pictures have been taken, on a tour of nearly The Boston Chamber of Commerce, with its mem- 


1000 miles of automobile travel, and nearly 500 bership of nearly 5000 members, is keen for the 
miles of train travel. The film will take an hour’ promotion of wholesome business conditions in New 
to show. The general story of the film is to include England, and the association’s effort to assist the 
a brief reference to the New England Association, same. President Bliss and Secretary McKibben 
opening. with a “lead” of the new New England extend wholesome invitations in behalf of their 
Hardware Dealers’ Association seal, and a view of membership. 
the 1915 spring meeting of the directors, discussing Mayor Curley of Boston extends a warm welcome 
plans for Boston National 1916, taken at Hard-_ in behalf of the city. 
ware Headquarters, President Henry M. Sanders The Pilgrim Publicity Association—the local ad 
presiding. The rest of the film is as follows: men’s club—is on deck with its co-operation, and a 
Secretary Fiel has introduced in a novel manner “snap” of them is shown on the roof of the Pub- 
an edition of the Hardware News, the official local licity Building after the “eight bells’ ceremony, 
organ of the New England Hardware Dealers’ giving a skyrocket cheer for Boston National 1916. 
Association. Dr. Fletcher Barber of Boston, who The Boston Women’s Publicity Club is the first 
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club of women to affiliate with the associated ad- 
vertising clubs of the world. Their officers are 
shown in session. ; 

The Women’s City Club of Boston was organized 
in June, 1913, with 300 members, and on June 1, 
1915, had over 4000 members. They occupy as a 
club home one of the most beautiful old houses in 
the city, at 40 Beacon street, overlooking the Com- 
mon. Noonday activity is shown there. 


A prominent citizen urges the hardwaremen to 


be “progressive” and come to Boston where he 
promises they will have a “bully” time. 

Some scenic views in motion include-a glimpse 
of Boston’s water front, the new fish pier, a bird’s- 
eye from the new custom house tower, floral scenes 
at the Arnold Arboretum, along the Charles River 
basin, a confetti battle at the Harvard Stadium, a 
glimpse of Copley Square, including the palatial 
Copley Plaza Hotel—hardware convention head- 
quarters—and a view of an aeroplane flight at 
Revere Beach. 

The committee then starts off to view some of the 
“sights” of New England, of particular interest to 
hardwaremen. ; 

At the plant of the Pike Mfg. Company at Little- 
ton, N. H., operations are shown of cutting oil 
stones in gang saws, rubbing to shape and of saw- 
ing to fine shapes by diamond saws. 

A beautiful view of the flume cascades and pool 
is shown as the party comes from Littleton through 
the White Mountains. 

After crossing and re-crossing the Connecticut 
‘River Valley, a stop was made at the plant of the 
Granite State Mowing Machine Company at Hins- 
dale, N. H. Here the process of lawn mower 
making is completely shown. 

At Greenfield, Mass., a “snap” was made of F. O. 
Wells, the prominent manufacturer as he was stroll- 
ing about his beautiful Hotel Welden. 

Beautifully situated among the hills at Millers 
Falls, Mass., is the plant of the Millers Falls Com- 
pany. The film shows bit-brace sweeps formed, bit- 
brace jaws forged and assembled and mitre boxes 
tested. | 

A panorama of the buildings of the Starrett Com- 
pany at Athol gives some idea of the magnitude of 
this large tool making concern. Mr. L. S. Starrett, 
the oldest active manufacturer in the tool and sup- 
ply line and still its active head, is shown. Mr. 
Starrett prizes highly a cup presented by the New 
England Hardware Dealers’ Association for excel- 
lence of convention exhibit. 

The Simonds Mfg. Company, “the saw makers,’ 
at Fitchburg, Mass., extend an invitation to the 
party to see the smithing of hand saws, also hand 
filing, setting and the toothing and buzzing of large 
circular saws. 

The enormous plant of the Norton Company at 
Worcester gives some idea of the firm’s position in 
the manufacture of abrasive grinding materials; 
the loading of a large kiln, where grinding wheels 
are burned for 3 or 4 weeks also an operation oe 
cylindrical grinding, was shown. 


Hardware Age 


At Worcester City Hall hardware manufacturer 
Mayor Wright was “caught” leaving his City Hall 
office with ex-President F. Alexander Chandler, of 
Boston, director of the film. 

At Springfield, the hardware dealer, Mayor Frank 
E. Stacy, ex-president of the N. E. H. D. A., re- 
ceived the committee cordially in his palatial offices 
of the new municipal group. In his enthusiastic 
Springfield boom, as he showed the committee about 
the city, a day detail of policemen off for duty, a 
response to an alarm and the turn-out of five pieces 
with Chief Daggett from Fire Headquarters, and 
finally a general alarm with 30 to 40 pieces of mo- 
torized apparatus in response, was shown. 

Also at Springfield, at the plant of the Hendee 
Mfg. Company, the largest manufacturer of motor- 
cycles in the world, the making and testing of the 
Indian Motorcycle appears on the film. Clarence A. 
Earle, long a man of prominence in the field of hard- 
ware, was met here.. 

In the neighboring city of Holyoke, with the Co- 
burn Trolley Track Mfg. Company, demonstrations 
of the last word in garage and barn door roller and 
hanger equipment appears. 

At Sargent & Co., in New Haven, a glimpse of 
the enormous factory, 1300 feet long on one street. 
At 5 o’clock their 3600 employes homeward bound 
are shown; an army busy in just one plant making 
hardware. 

The Providence plant of the Nicholson File Com- 
pany gave an opportunity to show hand and machine 
forging and hand and machine cutting of files. 

The Brown & Sharpe Mfg. Company at Provi- 
dence shows a room making “manufacturing type” 
milling machines; in the testing laboratory testing 
to one one hundred thousandth part of an inch, also 
gauging on lathe work with their new quick-reading 
micrometer. 

At the Morse Twist Drill & Machine Company at 
New Bedford, a gang of planers and a section of a 
lathe room give some idea of the processes of drill, 
tap and reamer making. 

The S. W. Card Mfg. Company at Mansfield did 
not extend an opportunity for shop inspection, but 
an examination of some of the finished products of 
taps and dies was interesting, and presented in a 
novel manner. 

The Trimont Mfg. Company at Roxbury, the man- 
ufacturer of “Trimo” tools, showed the most in- 
teresting processes in wrench making. 

Paint making, packaging and demonstrating were 
shown in a visit to the Campbell varnish stain de- 
partment of the Carpenter-Morton Company at 
Boston. 

At the Cambridge plant of the Boston Woven 
Hose & Rubber Company the processes of garden 
hose making from the mixing of the process rub- 
ber to the coupling and coiling of the finished hose 
appears. 

The manufacturers of the Besdam Non-Skid Auto 
Tire chains gave a practical demonstration and road 
test of their material. 

The reel draws to a close with an explanation that 

















A sample of the New England Hardware Dealers Association “movies.” From left to right: Governor Walsh, 

of Massachusetts extending an urgent invitation for Boston-National 1916 in behalf of the Commonwealth; 

Simonds saw manufacturers at work; a meeting of the directors of the New England Hardware Dealers Associa- 
tion. Noon at Morse Twist Drill 








June 17, 1915 


the committee has been able in the short time to 
show but a suggestion of some points of interest, 
and urges a personal visit to New England. 


Ed Payne’s “Billy the Boy Artist” of the Boston 
Sunday Globe, draws a progressive cartoon which 
closes with the finished picture of Dame Boston wel- 
coming a hardware man. 


After a private showing at a stag party in 
Waverly Hall on Tuesday, June 15, there will be a 
two-day public showing there. The film will then 
appear with the Associated Advertising Clubs of the 
World at Chicago, at St. Paul at the National Retail 
Hardware Association Convention, and later at each 
state hardware convention, and later again as occa- 
sion may present. 

“Jimmy” Mackey, an enthusiastic member of the 
Boston-National-1916 committee with his 1916 16- 
cylinder Buick that he is so proud of, spent a week 
on the special film job. During the week 775 miles 
was run and twelve factory “snaps” made. The 
party included Mr. and Mrs. James P. Mackey, Mr. 
and Mrs. F. Alexander Chandler, and Leon Dad- 
mun. “Dad” is the official “movie” photographer 
and “some man.” As “Jim” Mackey says: “Say, 
that man ‘Dad’ is a wonder; he not only knows his 
business from A to Z, but though a grandfather, 
is aS spry as a flea, jumping about to get vantage 
points to snap from. His experiences of travel, 
including four times around the globe, make him 
a most interesting companion. He’s all right. 
‘Dad’s a corker!’” 


Uncle Sam’s Faith in Advertising 


jig most liberal. user of printer’s ink in the 

United States is Uncle Sam. That he has faith 
‘in advertising is daily in evidence. The Govern- 
ment Printing Office at Washington is one of the 
largest and most completely equipped in the world 
and the amount of literature of all kinds sent out 
by that establishment is almost incalculable. Every 
one of the departments draws on this establishment 
for printing of all kinds, aside from stationery, and 
Congress alone uses more printing for general dis- 
tribution than many of the newspapers of this coun- 
try send out. 

While a considerable amount of the work the 
Government printery is called upon to turn out is 
what might be termed “booster” literature for 
statesmen who desire to retain their jobs, yet the 
kind sent forth for the several departments other 
than Congress is of genuine worth. The Agricul- 
tural Department, Bureau of the Census, and the 


Geodetic Survey each keep the public informed in. 


matters of benefit and this may be truly termed as 
advertising of the legitimate kind. 

It might be said that the literature sent out from 
the three departments mentioned is pure advertis- 
ing, but it is of the kind that counts, so far as the 
general public is concerned. Like a newspaper the 
Departments of Agriculture, Census, and Geodetic 
Survey disseminate information which is well worth 
printing, and Uncle Sam has never drawn a tight 
line on either in the matter of the information sent 
out. This is indicative of the fact that the United 
States Government believes in advertising.—The 
Publishers’ Guide. 


W. M. CuarK of the Phillips-Buttorf Mfg. Company, 
Nashville, Tenn., manufacturer and dealer in stoves and 
hardware, was elected treasurer of the Tennessee Man- 
ufacturers’ Association at its annual meeting held re- 
cently. 
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“Perry Fry” Quits Road to Become 
Retailer 


p=ast C. FRY has bought out the general hard- 
ware stock of I. H. Parks, 1344 Fruitvale avenue, 
Fruitvale, Cal. Mr. Fry, or “Perry,” as he is known 
along the Pacific Coast, worked for the Dunham, 
Carrigan & Hayden Company, San Francisco, for 
20 years. He started with this concern as an 
errand-telephone boy, and had advanced to a salary 
of just $35 a month when he was married. He 
used as good judgment in selecting a wife as he did 
in selecting a business, and the team work resulted 
in a happy home life as well as in progress with 
the great western hardware concern. 

After six years inside the house Perry was given 
a tryout as a traveling salesman, and he has been 
on the job for 14 straight years. His friends are 
a host and their unanimous prediction is that Perry 
will make good as a retailer. The stock he has pur- 
chased in Fruitvale invoices about $6,000 and is 
well assorted. The location is excellent, and with 
the same energy which advanced him on the road, 
Perry Fry will undoubtedly increase the prestige 
of his store in Fruitvale. 

He is a firm believer that traveling men should 
give up the road in the prime of their lives, while 
they still possess a lot of the punch which is essen- 
tial to making success of an individually owned 
business. 

Mr. Perry has two boys, one 10 and one 14 years 
of age, which he terms embryo hardware men. They 
are, however, going to start in the retail business 
rather than in the jobbing end of the game. 


Edward P. Briggs Dead 


OW ARD P. BRIGGS, probably the oldest hard- 
ware traveling salesman in the United States, 
died at his home in Kansas City June 8. Mr. Briggs 
has been on the road continuously for 55 years, and 
until a few months previous to his death enjoyed 
most excellent health. For the past 35 years he 
has represented the Supplee-Biddle Hardware Com- 
pany, Philadelphia. Mr. Briggs covered a larger 
territory—reaching from South Dakota to Okla- 
homa—than any of the Supplee-Biddle salesmen. 
He was well known through Missouri, Iowa, Kansas 
and the bordering states. Working under the han- 
dicap of being so far from his house, Mr. Briggs 
developed a very fine business in specialties. He 
gained national prominence a few years ago by the 
publication of a book entitled “Fifty Years on the 
Road,” in which he told in detail many of his ex- 
periences and those of the old-timers with whom he 
came in contact. 

Edward P. Briggs was a sterling character, be- 
loved by all who knew him. He was 75 years old 
at the time of his death, and had erected for himself 
a monument of loyalty and continuous service 
achieved by few. 


PLANS FOR ITS ANNUAL SUMMER OUTING were dis- 
cussed at the monthly meeting of the Cleveland Retail 
Hardware Association June 11, and it was decided to 
hold the outing this year at Willoughbeach Park, on the 
lake shore, east of the city. Arrangements will be made 
by a committee of which E. W. Heiser is chairman. 


THE Hoyt ELECTRICAL INSTRUMENT WoRKS, Pena- 
cook, N. H., announces the appointment of Ernest M. 
Hobbs as district sales manager, with headquarters at 
967144 Woodward avenue, Detroit, Mich. 






































THE MAN BEHIND THE COUNTER 


Winning the Customer 
To The Man Behind the Counter: 





eee salesmanship is a trade 

winner. A customer, know- 
ing that a square deal and a de- 
pendable salesman await him, 
will go a few steps farther to 
have his wants attended to. 
Such has been my experience. I 
am waiting on trade daily that 
relies on my statements and 
takes my advice as to supplying 
their undecided wants. Such 
customers are easy to hold and a 
pleasure to have, but don’t be 
content with them only; keep 
your eye on the newcomer and add to your list. Re- 
member a man and see him before he sees you. A 
smile and a “good morning” always find a place with 
any man entering your place of business. 


I have had many people tell me that they take 
pleasure in dealing with the Henry Mohr Hardware 
Company, of Tacoma, Washington, because every 
one seemed to be happy, and active service reigned. 
I would especially invite all readers of this article, 
if by chance they come our way, to call and see how 
we live up to the aforesaid statements. 

Yours truly, 











J. C. Hanes 


J. C. HANES, 


Henry Mohr Hardware Company, Tacoma, Wash- 
ington. 


Sale Lost for a Puff on a Cigarette 


To The Man Behind the Counter: 


I am a great reader of HARDWARE AGE and take 
interest in the “Selling Points” which tell me how 
to be a good salesman. They are improving my 
talking points and keep me on the job, taking in- 
terest in the customers and increasing my sales. 


I have been in the employ of a hardware dealer 
in Louisville, Ky., for six years and time and time 
again he told me to take some of the copies home 
with me and to read them. But -being young and 
wild and looking for pay day all the time, I would 
not listen and did not realize the interest he was 
taking in me: So one evening after work, about 
six months ago, he started a conversation with me 
which led me to read HARDWARE AGE, to which he 
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is a subscriber. I got so interested in the copies 
that I could hardly wait until the next issue came. 
I found different little things in there which 
amounted to big things; for instance, I started 
making suggestions, and the boss approved of them, 
and then I started to change different articles 
around and improved the looks of the store by dis- 
playing different articles in season, and making 
more sales thereby. But here is one thing I want 
to call your attention to—a sale lost for a puff on a 
cigarette. 

One day a man came in the store and asked to 
see a gas stove. He was not ready to buy it and 
asked the clerk for a cut of the stove, saying, “I will 
be back later to get the stove.” The clerk waited 
on him as nicely as he could, saying to the cus- 
tomer as he left, “Call for ‘so and so’ when you 
come in.” 

A week later the customer came back and asked 
for “so and so.” I said “I will get him.” He said, 
“Oh, well, you will do, as he is not here. I want 
this stove,” showing me the cut of the stove, and 
handing me $19, for which he asked for a receipt. 

About the time I had finished the receipt the 
clerk ‘“‘so and so” came in after finishing his smoke, 
and on seeing his customer in front of the store 
rushed out to him. But it was too late. The cus- 
tomer said, “The other clerk is waiting on me”; 
then “‘so and so” came rushing to me and said, “That 
is my sale.” It was my turn then; I said, “Read 
HARDWARE AGE, and it will tell you to be on the 
job; the clerk who is, gets the money.” So that’s 
how you can lose a sale in a way which you think 
does not amount to anything. Just as HARDWARE 
AGE said some time ago—it is the little things that 
count. 

Please publish this, as it might be of some inter- 
est to some young salesman like myself. Because 
I feel I am a winner by reading your paper, and 


Ones, EMIL G. FALLER. 
978 Logan street, Louisville, Ky. 


R. M. FLEMING has recently joined the sales or- 
ganization of the National Sweeper Company, of Tor- 
rington, Conn., having resigned as advertising man- 
ager of the William T. Hart Company at Piqua, Ohio, 
to take up the new work. Mr. Fleming’s time will be 
entirely devoted to increasing the efficiency of the Deal- 
ers’ Service Bureau that the National Company has 
long operated as an aid to their customers in selling 
the National sweepers and Torrington vacs. 








WEST TENNESSEE DEALERS HOLD 
FIRST ANNUAL CONVENTION 


Meeting Very Successful—New Organization Will Join State and 
National Associations 


HE first annual convention of the Retail Hard- 
fi ware Dealers of West Tennessee was held in 

Jackson recently. This association was 
formed to affiliate with the state organization, and 
it is hoped will strengthen it by arousing greater 
interest in association work among West Tennessee 
dealers. 

Although West Tennessee has probably afforded 
more members to the state association than any of 
the three grand divisions of the state, yet it re- 
mained a fact that even then only a small percentage 
of West Tennessee dealers belonged and took an 
interest in that organization. It was strongly felt 
that a more local and direct working organization 


in the West Tennessee section would serve to en- 


list the co-operation of practically all the West 
Tennessee hardware people and then, a satisfac- 
tory affiliation arrangement being made, the state 
association will be made stronger by having more 
in the hardware trade to assist in its undertakings. 


Difference in Trade Conditions Throughout the State 


On account of Tennessee’s peculiar geographical 
situation and the fact that almost entirely different 
trade conditions exist in each of its three divisions 
it has proved to be impossible to get scarcely any 
results when having only one organization for the 
entire state. Some of West Tennessee’s most vital 
interests are of no concern to Middle and East Ten- 
nessee, and the same can be said of each of those 
sections as relating to the other two. A conse- 
quence of this has been, when they are all three 
in convention together, the most of their problems 
not being in common, much that is of direct im- 
portance to each of them, and sometimes the most 
important things that would come up under organi- 
zation purposes, are neglected and only a few sub- 
jects that happen to be general in interest through- 
out the state are considered. 

The dealers in West Tennessee realized that the 
best results from organization efforts could be at- 
tained only where all present held interests in com- 
mon. In West Tennessee practically all hardware 
men have the same problems to contend with; they 
handle practically the same classes of merchandise; 
their credit conditions are similar, therefore when 
they get together in convention there will be no 
waste of time listening to things that do not con- 
cern them, but every minute will be filled with dis- 
cussion of such matters as will be of the utmost 
importance to all present. 


Meeting Places of Local Organization More Accessible 


Furthermore, having a local organization, meet- 
ing places will be more accessible, and consequently 
a larger percentage of the dealers will attend, which 
will mean more workers in the field endeavoring 
to improve the lot of the hardware men in West Ten- 
nessee. Heretofore many who have really been dis- 
posed to take part in organization efforts have de- 
clined to do so because of the inconvenience and ex- 
pense of having to go so far from home to the 
conventions. 

It is impracticable to attempt to straighten out 
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a whole year’s business tangles at one meeting, but 
by having a local association, the dealers can, if 
they have occasion to, meet oftener than annually, 
and in this way keep up with organization interests 
as they appear and not allow them to suffer from 
getting old. 

These and other reasons, and the fact that the 
hardware trade in West Tennessee was badly dis- 
organized and that it has many interests that deal- 
ers need to co-operate in, in an endeavor to improve, 
prompted the call for a convention. 

The meeting was considered one of the best for 
a beginning ever held by any organization, some of 

















Hugh C. Ross, president 


the very best of dealers were present, and all seem 
to have the optimistic spirit. The business outlook 
in the immediate territory was reported excellent. 

The resolution committee thanked the local deal- 
ers of Jackson, Tenn., for their untiring efforts to 
accommodate the visiting dealers, and stated that 
they would like to meet in that city next year, but 
owing to the fact that they had the possible chance 
of getting the associations of Arkansas and Mis- 
sissippi to hold their next meeting in Memphis, 
Tenn., it was deemed advisable to hold the next 
meeting there, and the secretary was so instructed 
to invite both organizations to have this place as 
the next meeting place. 

The following officers were elected for the year: 
President, Hugh C. Ross, Jackson, Tenn.; first vice- 
president, Will Fowler, Huntingdon; second vice- 
president, Will Leach, Somerville; secretary and 
treasurer, Harris J. Nelson. 

H. M. Owsley, sales manager for the Shapleigh 
Hardware Company of St. Louis, who responded 
to H. C. Ross, in his address of welcome, gave some 
points on co-operative buying, and why West Ten- 
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nessee dealers should organize, that were very 
inspiring. 

L. G. Norvell, of Newbern, Tenn., who is always 
on the job, pointed out very conclusively that unless 
the dealers of West Tennessee organized that they 
could not expect to soar very high in hardware cir- 
cles; also Mr. Norvell fully explained the great 





Harris J. Nelson, secretary-treasurer 


benefits of the Mutual Fire Insurance features for 
the members of the organization. 

The new organization will be affiliated with the 
Tennessee state, and the National Associations. 

The officers expect that at least 100 active and 
as many honorary members will be enrolled when 
the next meeting is held. The organization is mak- 
ing a very strong appeal to the individual hardware 
dealers of West Tennessee, for they are all neigh- 
bors and have many interests in common. 


To-Day 


URE, this world is full of trouble— 
I ain’t said it ain’t. 

Lord! I’ve had enough, an’ double. 
Reason for complaint. 

Rain an’ storm have come to fret me, 
Skies are often gray; 

Thorns an’ brambles have beset me 
On the road—but, say, 
Ain’t it fine today? 


HAT’s the use of always weepin’, 
Makin’ trouble last? 
What’s the use of always keepin’ 
Thinkin’ of the past? 
Each must have his tribulation, 
Water with his wine. 
Life it ain’t no celebration. 
Trouble? I’ve had mine— 
But today is fine. 


T’S today that I am livin’, 
Not a month ago, 

Havin’, losin’, takin’, givin’, 

As time wills it so. 
Yesterday a cloud of sorrow 

Fell across the way; 
It may rain again tomorrow, 

It may rain—but, say, 

Ain’t it fine today? 

—Douglas Malloch—Exchange. 


Hardware Age 


New Edition of Ladd’s Discount 
Book Ready 


ad and enlarged edition of this standard 

work, comprising the most comprehensive col- 
lection of discounts ever printed, as well as many 
other valuable computations for commercial pur- 
poses, is now ready, after months of preparation 
by the compiler and editor, William J. Ladd, who 
completed the work only a few days before his 
death last August. 

During his many years’ connection with Sargent 
& Co., hardware manufacturers, in charge of the 
publication of their trade literature, Mr. Ladd be- 
came well and favorably known to the hardware 
trade and received a knowledge of discounts and 
training in their use which led to the issue of the 
first Ladd’s Discount Book in 1887. Since that time 
more than 12,500 copies of the first edition (No. 1) 
and the second edition (No. 2) have been sold and 
put in use, giving Mr. Ladd a world-wide reputation 
as a man thoroughly familiar with commercial dis- 
counts and other computations used in business 
transactions. 

When the No. 2 book was published, Mr. Ladd 
stated that it was the last book he would ever issue, 
but its adoption and extensive use, not only by the 
hardware trade, for which it was originally in- 
tended, but in many other branches of business, 
and its steady sale in all parts of the world, led to 
a further study of the subject of commercial mathe- 
matics and resulted in the decision to publish an- 
other edition which would be more comprehensive 
than those which had preceded it. 

Ladd’s Discount Book No. 3, therefore, contains 
more than 300,000 computations, which were proved 
by Mr. Ladd and guaranteed by him to be absolutely 
correct. Many tables of discounts and combina- 
tions which have come into use in recent years have 
been added, as well as profit-figuring tables, per- 
centage rules, interest tables and short cuts in fig- 
uring which were not in the previous editions; 
there are nearly six hundred pages filled with tables 
of calculations that are useful to manufacturers, 
jobbers and retailers of nearly every kind of mer- 
chandise, with lucid explanations for their use. 

The book is a collection of discounts, both simple 
and complex, as the name indicates, and in addi- 
tion is a book for the everyday use of business 
men, containing valuable calculating information 
which is useful in buying and selling by discount, 
making selling prices, splitting up discounts, finding 
discounts when both list price and the net are 
known, figuring salesman’s costs, estimating profit 
on the selling price, adding per cent. profit, reckon- 
ing time, computing interest, obtaining multipliers 
for calculating machine, figuring foreign exchange, 
making domestic prices upon imported goods, and 
for other purposes. 

The book is printed on bond paper, and for ready 
reference is double indexed all through, the index 
being made on fine quality vellum. It is substan- 
tially bound in library buckram and no effort has 
been spared to make it both attractive and durable. 
It can also be furnished in flexible leather. 

Ladd’s Discount Book No. 3 is published by a 
corporation formed by Mr. Ladd, under the direc- 
tion of J. Fred Wright, of Sargent & Company, 
who was associated with him for many years. It is 
sold also by the Book Department of HARDWARE 
AGE. 


ACCORDING TO FIGURES just issued by the Department 
of Commerce the total of foreign built vessels admitted 
to American registry under the act of August 18, 1914, 
to June 5, 1915, is 148 vessels, totaling 519,743 gross 
tons. 
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TRIMMER NEIPP PRODUCES TWO 
POWERFUL DISPLAYS 


Seasonable Goods Shown for the Kelly Hardware Company 
By “THE ASSISTANT MANAGER” 

















A display that appealed to sportsmen, made by J. C. Neipp, for the Kelly Hardware Company, Duluth, Minn. 


The Kelly Hardware Company, of Duluth, 

announced this fact recently when J. C. Neipp, 
its efficient window trimmer, produced the display 
herewith reproduced. There are three strikingly 
good features in this display. The first is the show 
cards. They are plain and forceful. The glory and 
glitter of a show card once in a while attracts more 
attention than the goods it talks about. Plain cards, 
well written, are most powerful business producers. 
Neipp’s are in this class. 


FT HE trout season is open in northern Minnesota. 


The second strong feature of this display is the 
effect given the background by the use of white 
seines. The color contrast is strong. The goods 
are in merchandising harmony, and background 
difficulties are certainly solved with a minimum 
amount of labor. 

The third strong feature of this display is the 
special offer of a complete outfit for $2.25. This is 
featured on a special show card in the center of 
the window. For a quick purchase by a customer 
who goes on an unexpected fishing trip this plan 

















Display of Corbin’s builders’ hardware made by J. C. Neipp for the spring opening week of the Kelly Hardware 
Company, Duluth, Minn. 
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should be a winner. Particularly is this true in a 
great lake city like Duluth, where transient trade, 
especially at week ends, is heavy. The complete 
outfit has been carefully selected and contains plain 
common sense essentials. This display sold fisher- 
man’s supplies from the minute the curtain was 
drawn. 


Sticks in the Memory 


Another good advertising feature of this window 
is the permanent hardware sign on the outside. It 
is the kind of a sign that sticks in the mind of a 
passer-by. 

Just imagine you were walking past this store. 
Five blocks down the street you thought of an item 
in hardwaré you needed. Wouldn’t that perpen- 
dicular sign pop out from your memory? You bet 


Hardware Age 


it would. Keily’s sign, like Kelly’s windows, is 
worth copying. 

“When you think of hardware think of Kelly” 
and “Let us furnish the hardware for your home” 
are two show cards that stood at the portals of a 
Kelly opportunity in Corbin’s builders’ hardware. 

Trimmer Neipp has used the pictures of homes 
trimmed with the Corbin product very effectively, 
and has further strengthened the impressions of 
grace and beauty of design by the artistic use of 
vines and flowers in the background. This is a 
display in which the regular hardware samples have 
been used, and the “stiffness” which is common in 
such displays has been eliminated by skilful ar- 
rangement. This display was made with but little 
work. The effect was promptly reflected in in- 
quiries and in business. 





Good Display of Machinists’ Tools 


AX unusual arrangement is the principal feature 
which serves to place the display of machin- 
ists’ tools illustrated herewith in a class that is 
far above the average. ‘The manner in which the 
center of this window was arranged was decidedly 
out of the ordinary and the idea used may be adopted 
to advantage in making displays of a number of 
lines. 


The show window in which this display was made 
is the usual shape of window found in modern 
fronts of stores twenty-five feet in width. In such 
a window it is desirable to overcome the effect that 
would be the natural result if the entire floor of the 
window was allowed to remain flat. A series of 
steps or an arrangement of boxes has generally been 
employed to raise the display space at the rear of 
the window. In this case, E. B. House, trimmer 


for the House-Bond Hardware Company, Memphis, 
Tenn., used a circular stand sloped at an angle that 
displayed the articles placed thereon to the best ad- 
vantage. Attention was naturally centered on this 
stand and the goods shown on it were arranged 
unusually well. In this connection it should be noted 
that while the arrangement indicates that the trim- 
mer spaced his articles carefully, he avoided the 
precision in arrangement that makes many win- 
dows stiff and unattractive. ‘ 

White cloth was used on the floor and the center 
display stand, and this contrasted strongly with 
the background. 

One feature of interest, and one which indicates 
that unusual care was taken to make the trim pro- 
duce business, is the fact that every article was 
plainly priced. This feature placed the display in 
the class of window trims that produce increased 
sales, rather than those which merely attract at- 
tention. 

















Machinists’ tools displayed in a clever way that shows plainly the price tag on each article. E. B. House, window 
trimmer for the House-Bond Hardware Company 
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Spark plug display made with the aid of material furnished by the manufacturer 


HE force of window advertising is brought to 
_ mind constantly in a way that one must 
admit its value. 

If you will take the time to watch the people who 
stop to admire things that strike their fancy be- 
hind the glass and then note how many people 
enter the store after reviewing the window the 
results in many cases will be most surprising. 
Especially is this true of small hardware that can 
be used about the home. 

Progressive city hardware stores are persistent 
window advertisers. This fact, no doubt, makes 
them successful in the face of the hardest kind of 
department store competition. 

The lack of attention to this kind of advertising 
in the hardware store will account largely for a 
dissatisfaction in the amount of sales. 

An ideal time to push small hardware and self- 
contained articles that would be of use for the home 
or for the automobile is on Saturday. 

Trade can be brought your way by offering items 
for Saturday in the window, such as a special offer- 
ing of pocket knives, oil cans, wrenches, or other 
merchandise of this character. Keep these specials 
up until you get as many customers as possible in 
your community to visit your store. 

Let there be something unusually good plainly 
displayed in the window so as to set men telling 
each other about your merchandise. And, if your 
store is where they can came and look around with- 
out being importuned to buy they will get the habit 
of coming to you for new ideas. 
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The Window Reproduction 


Our window reproduction shows what may be 
accomplished with the dealers’ helps furnished by 
the Red Head Spark Plug Company. We wish to 
especially call your attention to the arrangement 
of the cartons and the merchandise. Barrel heads 
covered with suitable material assist in adding 
grace to the merchandise shown. 

You will also find on the left-hand side of the 
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Combination of brush lettering and the new speed ball 

pen, and an illustration taken from a HARDWARE AGE 
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should be a winner. Particularly is this true in a 
great lake city like Duluth, where transient trade, 
especially at week ends, is heavy. The complete 
outfit has been carefully selected and contains plain 
common sense essentials. This display sold fisher- 
man’s supplies from the minute the curtain was 
drawn. 


Sticks in the Memory 


Another good advertising feature of this window 
is the permanent hardware sign on the outside. It 
is the kind of a sign that sticks in the mind of a 
passer-by. 

Just imagine you were walking past this store. 
Five blocks down the street you thought of an item 
in hardwaré you needed. Wouldn’t that perpen- 
dicular sign pop out from your memory? You bet 
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it would. Keily’s sign, like Kelly’s windows, is 
worth copying. 

“When you think of hardware think of Kelly” 
and “Let us furnish the hardware for your home” 
are two show cards that stood at the portals of a 
Kelly opportunity in Corbin’s builders’ hardware. 

Trimmer Neipp has used the pictures of homes 
trimmed with the Corbin product very effectively, 
and has further strengthened the impressions of 
grace and beauty of design by the artistic use of 
vines and flowers in the background. This is a 
display in which the regular hardware samples have 
been used, and the “stiffness” which is common in 
such displays has been eliminated by skilful ar- 
rangement. This display was made with but little 
work. The effect was promptly reflected in in- 
quiries and in business. 





Good Display of Machinists’ Tools 


AX unusual arrangement is the principal feature 

which serves to place the display of machin- 
ists’ tools illustrated herewith in a class that is 
far above the average. The manner in which the 
center of this window was arranged was decidedly 
out of the ordinary and the idea used may be adopted 
to advantage in making displays of a number of 
lines. 


The show window in which this display was made 
is the usual shape of window found in modern 
fronts of stores twenty-five feet in width. In such 
a window it is desirable to overcome the effect that 
would be the natural result if the entire floor of the 
window was allowed to remain flat. A series of 
steps or an arrangement of boxes has generally been 
employed to raise the display space at the rear of 
the window. In this case, E. B. House, trimmer 


for the House-Bond Hardware Company, Memphis, 
Tenn., used a circular stand sloped at an angle that 
displayed the articles placed thereon to the best ad- 
vantage. Attention was naturally centered on this 
stand and the goods shown on it were arranged 
unusually well. In this connection it should be noted 
that while the arrangement indicates that the trim- 
mer spaced his articles carefully, he avoided the 
precision in arrangement that makes many win- 
dows stiff and unattractive. ° 

White cloth was used on the floor and the center 
display stand, and this contrasted strongly with 
the background. 

One feature of interest, and one which indicates 
that unusual care was taken to make the trim pro- 
duce business, is the fact that every article was 
plainly priced. This feature placed the display in 
the class of window trims that produce increased 
sales, rather than those which merely attract at- 
tention. 

















Machinists’ tools displayed in a clever way that shows plainly the price tag on each article. E. B. House, window 
trimmer for the House-Bond Hardware Company 
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Spark plug display made with the aid of material furnished by the manufacturer 


HE force of window advertising is brought to 
T mind constantly in a way that one must 
admit its value. 

If you will take the time to watch the people who 
stop to admire things that strike their fancy be- 
hind the glass and then note how many people 
enter the store after reviewing the window the 
results in many cases will be most surprising. 
Especially is this true of small hardware that can 
be used about the home. 

Progressive city hardware stores are persistent 
window advertisers. This fact, no doubt, makes 
them successful in the face of the hardest kind of 
department store competition. 

The lack of attention to this kind of advertising 
in the hardware store will account largely for a 
dissatisfaction in the amount of sales. 

An ideal time to push small hardware and self- 
contained articles that would be of use for the home 
or for the automobile is on Saturday. 

Trade can be brought your way by offering items 
for Saturday in the window, such as a special offer- 
ing of pocket knives, oil cans, wrenches, or other 
merchandise of this character. Keep these specials 
up until you get as many customers as possible in 
your community to visit your store. 

Let there be something unusually good plainly 
displayed in the window so as to set men telling 
each other about your merchandise. And, if your 
store is where they can came and look around with- 
out being importuned to buy they will get the habit 
of coming to you for new ideas. 
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The Window Reproduction 


Our window reproduction shows what may be 
accomplished with the dealers’ helps furnished by 
the Red Head Spark Plug Company. We wish to 
especially call your attention to the arrangement 
of the cartons and the merchandise. Barrel heads 
covered with suitable material assist in adding 
grace to the merchandise shown. 

You will also find on the left-hand side of the 


Sale of 


Lawn Mowers 


The Philadelphia” 
Roller Bearings 
Standard of | 


the World. | 
| <e% 


baie 








i 


} 












al 


























Combination of brush lettering and the new speed ball 

pen, and an illustration taken from a HARDWARE AGE 

advertisement of the Philadelphia Lawn Mower Com- 
pany, Philadelphia, Pa. 
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ENTERPRISE” 
Lawn Sprinkler 


Sives uniform 
SPTAY. 10 pools. 
cart clog up. 























The word “Enterprise” was made with the new speed 

ball pen; the remainder of the lettering with two sizes 

of the Soennecken pen. The illustration was taken from 

a HARDWARE AGE advertisement of the Enterprise Mfg. 
Company, Philadelphia, Pa. 


window a clever window poster which will assist 
in drawing attention to the display from across 
the street. ° 

This illustration offers a number of suggestions 
for merchandise and decorative arrangement which 
can be revised to suit your particular size and shape 
of window. 

The Show Cards 

The accompanying show cards reproduce two 
model suggestions of value for advertising the ma- 
terials to improve the lawn. Each card is quarter 
sheet size 11 x 14, done in black lettering on a 
white background. The lawn mower card shows 
a combination of brush lettering and the new speed 
ball pen. 

The lawn sprinkler card shows a combination of 
the Soennecken pen and the speed ball pen. The 
word “Enterprise” on this card was made with the 
speed ball pen and the remainder of the lettering 
was made with two sizes of the Soennecken pen. 


Florida Firm Changes Name 


WEST PALM BEACH, FLA. 
To the Editor: 

When we, in 1907, adopted and were incorporated 
under the name of Lake Worth Mercantile Company, 
with principal place of business in West Palm Beach, 
Palm Beach County, there was no such town as 
Lake Worth in existence, nor even thought of. 

Subsequently, however, a town was established 
and incorporated, about seven miles to the south of 
us, under the above name, and is now a place of 
upward of a thousand people, and finding this be- 
coming more and more confusing to parties with 
whom we have business relations, our mail and ship- 
ments of goods frequently going to Lake Worth, 
we deemed it advisable to change the name of our 
company, and have therefore had our charter 
amended, changing the name to the Palm Beach 
Mercantile Company. 

The new company will, of course, assume all the 
obligations of the old, there being no change what- 
ever in management. officers or financial standing, 
except that the authorized capital stock has been 
increased from $100,000 to $250,000 to take care 
of the rapidly growing business. 

Thanking you for courtesies to the old company 
and soliciting your good will for the new, we are, 

Very truly yours, 
PALM BEACH MERCANTILE COMPANY, 
W. H. DaCamara, Secretary. 
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Cheerful News from Alberta 


CALGARY, ALBERTA. 
To the Editor: 

You may be curious to know how things are in 
this section of the Dominion, and I wish to set 
forth at the outset that conditions haven’t been 
better for a long time. You may say that is always 
the story about this time of the year, but I will say 
the conditions are far better this than they were 
last year, and give you my reasons. 

Last winter was the steadiest and least severe 
of any in the past twenty years, so I have been 
informed by the oldest settlers. The temperature 
was below zero on two occasions only. The snow 
came about the middle of October and remained 
until the middle of March, when it disappeared 
gradually by going into the ground. 

From the middle of March until the end of April 
we had no rain, which gave the farmers plenty of 
time to prepare the ground for seed. Then there 
were a few local showers on April 30, after which 
came the hot winds and dried up the land and the 
cutworm appeared in some sections, principally 
in the southern part of the province. 

Starting on April 12 the rain was general in 
the surrounding country and lasted for a week. 
The last two days quite a little snow fell, ranging 
from two to twelve inches. This raised the spirits 
of the farmers everywhere, for the cold rain and 
snow killed the cutworms and destroyed many of 
their eggs, so that next year, the chances are, there 
will not be nearly so many cutworms to contend 
with. 

For a few days after the rain it remained cloudy, 
thereby allowing the water to sink deep into the 
ground. After that the sun came out and shone 
only as it can shine in Alberta, and we are told 
by the farmers that you could fairly see the grain 
and grass grow. 

There are only two elements now considered pos- 
sible to destroy or damage crops, and those are hail 
storms and early frosts. If these do not interfere, 
the biggest crop ever harvested in Alberta will be 
harvested this year and everyone will be relieved of 
the pressure he is working under today. 

So we hope at this time, when the Empire is so 
beset with troubles and enemies from within and 
without, that God, in His Providence, will shower 
His blessings upon us in the form of a bountiful 
harvest. If such be the case, business will be brisk 
and it will mean that many will be attracted and 
make their homes here. 

Yours truly, 
BEVERS BROTHERS HARDWARE COMPANY, 
R. F. Bevers. 


Metal Market Conditions Influence 
Sargent Prices 


ARGENT & CO., New Haven, Conn., has sent.out 
a special notice stating that, “Owing to the 
continuing advance in the price of metals and to 
the unusual conditions now prevailing in the metal 
market, we find it necessary to advise you that all 
of our prices are subject to change without notice. 
“Until the market conditions become settled orders 
will be accepted only at our prices in effect at the 
time received by us.” 


THE OTT-HEISKELL HARDWARE COMPANY, Wheeling, 
W. Va., announces to the trade its lease of a six-story 
building, 60 by 100 feet, formerly occupied by the 
Wheeling Stove & Range Company. 
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Herris-Ewing, Washington 


What Hardware Retailers Pay for Rural Free Delivery—Small Increase 
in Express Rates Probable—Is Price-Cutting 
‘‘Unfair Competition ’’ ? 
By W. L. CROUNSE 


WASHINGTON, June 14, 1915. 

HE rural free delivery service has just been 
‘| boosted by 710 new routes—joyful news for 

the mail order houses! This announcement is 
made by the Postmaster General’s press agent who 
states that the new routes will serve 82,390 families 
and will be in operation June 15. The Department 
has been in such a rush to increase the service that 
it has not had time to select permanent carriers 
throvgh the usual civil service examination, and 
postmasters, therefore, have been authorized to 
make temporary appointments. 

This increase in the number of rural routes is 
the result of two recent developments: first, the 
Postmaster General’s determination to give all the 
rural communities routes whether they want them 
or not; and, second, the discovery that certain re- 
adjustments in the service have resulted in a saving 
of $511,262, which, of course, must be spent forth- 
with. Almost any good business man who was los- 
ing money at the rate the Postoffice Department is 
dropping it as the result of maintaining the parcel 
post and the rural free delivery would feel that such 
a saving ought to go into the bank. 

Not so with the Postmaster General, who evident- 
ly believes that economy is a principle that may 
properly be observed up at the Treasury, but can 
safely be ignored in the postal service. Money fair- 
ly burns in the Postoffice Department’s pocket! 


What Retailers Pay for Rural Free Delivery 


Did you know that the Government levies a tax 
of $2 per annum on every retail hardware merchant 
in the country to keep the rural free delivery going? 
Never heard of it? Well, here are the figures to 
prove it. 

Last year’s appropriation for the R. F. D. was 
$53,000,000 in round numbers. Of this stupendous 
sum the twenty-five million patrons of the rural 
routes paid only $13,000,000 and the taxpayers at 
large paid the balance. This fact has been disputed 
so many times of late that it is worth while to pro- 
duce right here the proof. It is found in the fol- 
lowing extract from the last report on the subject, 
compiled and authenticated by the signature of the 
Postmaster General himself: 

“The importance and value of the rural mail serv- 
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ice is unquestioned. It improves the condition of 
farm life, tends to check the movement of the rural 
population to the congested urban communities, and 
is therefore a recognized economic necessity for the 
best interest and development of the entire country. 
The inauguration of this service and its rapid ex- 
tension have been justified on the ground of public 
policy. However, I deem it my duty to direct the 
attention of Congress to the fact that this service 
is entailing upon the public treasury an annual ex- 
pense of $40,000,000 in excess of the revenues pro- 
ducéd by the service.” 
That certainly ought to settle it. 


The Hardware Retailer’s Tax 


But about that $2 tax on the hardware retailer. 
It is clear from the Postmaster General’s statement 
that this burden of $40,000,000 has to be borne by 
the entire population of a hundred million men, 
women and children. This figures out 40 cents per 
capita. The government statisticians calculate that 
every merchant is “producer” for a family of at least 
five persons, which means, of course, that every re- 
tailer is taxed, directly or indirectly, $2 per annum 
to help pay the cost of transporting mail order mer- 
chandise and catalogs to the farmers. Only a flea- 
bite? Yes,:but very irritating when you remember 
where the money goes. 

Some day” we shall have some figures showing 
how much every retailer contributes to keep the 
parcel post going. 

It’s not at all likely, however, that you will ever 
know what these two beneficent institutions really 
cost the retailer in business diverted to gigantic 
concerns that pay no taxes in your community, carry 
none of the burdens of your local citizenship and 
do not care whether your town is on the map or not. 
Compared to this indirect loss, the direct taxes are 
sure-enough flea bites. 


Small Increase in Express Rates Probable 


The express companies during the past week com- 
pleted the presentation of their case before the In- 
terstate Commerce Commission, where they are seek- 
ing relief from conditions growing out of the crea- 
tion of the parcel post, and it is officially intimated 
that a decision will be handed down in a few days, 
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in time for the new rates to take effect August 1. 
The showing made by the express companies is 
certainly a hard-luck story. Operating under the 
schedules which went into force February 1, 1914, 
their first year’s business rose from 191,644,000 
transactions to 193,870,000, an increase of 2,225,- 
000, while their gross revenues declined from $144,- 
854,000 to $131,173,000, a reduction of $13,680,000. 
This wiped out all profits and left the four leading 
companies, which do 95 per cent. of the express 
business, with an actual deficit of $2,380,894. 

The original order of the Commission, having 
been made for two years, has nearly eight months 
to run, and the express companies are asking merely 
that it be immediately amended so as to prevent 
further actual loss. Existing rates are made up on 
a basis of a charge per transaction of 20 cents with- 
out regard to weight or distance, and a terminal 
weight allowance of 25 cents per hundred pounds, 
which varies with weight, but not with distance. 

The companies ask that the flat charge shall be 
increased to 25 cents and the terminal weight allow- 
ance reduced to 20 cents, which will mean an addi- 
tional charge on each shipment of 5 cents, less one- 
twentieth of a cent per pound, on all shipments of 
less than one hundred pounds. No increase on ship- 
ments above a hundred pounds is asked. The pro- 
posed net increase, therefore, figures out an aver- 
age of 21% cents per package. Nobody opposes the 
increase. It is a good guess that the Commission 
will allow it. 

Of course, this is not the end of the business, for 
these proposed rates will. show a profit of only 
$150,000 on a business of nearly $150,000,000. Per- 
haps by the time it has been fully demonstrated that 
the parcel post is really a humbug and the taxpayers 
are tired of footing the bills the whole question of 
transportation of merchandise will be readjusted on 
a true business basis. 

Let us hope so, anyway. 


Is Price-Cutting “Unfair Competition”? 


The American Fair Trade League is preparing to 
submit to the Federal Trade Commission a number 
of cases of what it styles “predatory price-cutting,” 
upon which it will ask a ruling. E. A. Whittier, 
secretary of the league, has been in Washington 
during the past week conferring with officials here 
and sizing up the outlook for action on the Stevens 
anti-price-cutting bill, which will be one of the first 
measures to be reintroduced in the new Congress. 
The author of the measure, former Representative 
Stevens of New Hampshire, was recently appointed 
counsel to the Trade Commission and presumably 
can be relied upon to do everything in his power to 
secure the co-operation of the Commission with 
the friends of the bill in Congress. 

The investigation of this important subject now 
being prosecuted by the Commission has been under 
way for nearly two years, having been instituted by 
the former Bureau of Corporations, but it is hoped 
that it will be completed in time for the framing 


of at least a preliminary report for submission to 


Congress next December, or earlier in the event of 
an extra session. In discussing the situation with 
the correspondent of HARDWARE AGE, Mr. Whittier 
said: 


“It is our hope that the cases of predatory price-. 


cutting which we will submit to the Commission will 
result in a declaration of attitude on the part of 
that body that will emphasize the need of remedial 
legislation along the line of the Stevens bill and that 
may possibly secure the relief asked. 

“Certain officials of associations of big price-cut- 
‘ting retailers have recently issued a declaration of 
war on the small retailers. This we eagerly wel- 
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come, for we know that nothing can help our cause 
so much as the forcing of the opposition to the Ste- 
vens bill into the open. Nearly every organization 
of retailers in the country is loyally supporting our 
measure. About half a hundred national associa- 
tions and more than twice as many state associa- 
tions are officially on record in its favor, and all we 
ask of our opponents is that they will come out into 
the ‘keen, bright sunlight of publicity,’ where we 
can identify them. 

“TI firmly believe that the Stevens bill will be 
passed early next winter. In practical operation, it 
will prove a boon to manufacturers, wholesalers and 
retailers alike, but it will not work to the advantage 
of a few concerns that have adopted what we call 
predatory price-cutting as a regularly organized sys- 
tem of unfair competition.” 


The War Situation and Congress 

The disagreement between President Wilson and 
Secretary of State Bryan concerning the tenor of 
the American rejoinder to Germany’s answer to our 
protest following the sinking of the Lusitania and 
Mr. Bryan’s hasty exit from the Cabinet have ab- 
sorbed attention here during the past week to the 
exclusion of almost every other topic. While the 
President believes he has full authority under exist- 
ing law to handle any situation that may develop, 
the Congressional leaders, almost to a man, are of 
the opinion that, if relations with Germany are 
broken off, Congress should at once be assembled 
to provide for the public defense, and especially to 
devise means of raising additional revenue with 
which to meet all emergencies. Everyone hopes, 
however, that a rupture will be averted. 

Senator Simmons, of North Carolina, chairman of 
the Finance Committee, spent several hours at the 
Treasury Department on Saturday conferring with 
the officials on the revenue situation. There can 
be no question that the existing laws are inadequate 
and it is believed that the first step to be taken by 
Congress will be to extend the emergency war reve- 
nue act another year from January 1 next, when it 
expires, and to restore the sugar duty, which experi- 
ence has demonstrated has had very little to do with 
the retail price of sugar, but the free listing of 
which will cost the Treasury nearly $60,000,000 per 
annum at a time when every penny saved is a penny 
earned. 


A New Book on the Ford Car 


eee Norman W. Hensey Publishing Company, 
132 Nassau street, New York City, has re- 


cently published a book on the Ford car entitled 


“The Model T Ford Car, Its Construction, Opera- 
tion and Repair.” This work is by Victor W. Page, 
a member of the Society of Automobile Engineers. 
It is cloth bound and contains 300 (5 by 7) pages, 
and includes over one hundred specially made dia- 
grams and half-tone illustrations, all in correct 
proportions, and also two large folding plates. 

This is one of the most complete and practical 
instruction books ever published on the Ford car. 
All parts of the Ford car are described and illus- 
trated in a comprehensive manner and nothing is 
left for the reader to guess at. The construction 
is fully treated and the operating principles are 
made clear to everyone. Complete instructions for 
driving and repairing are given, and every detail 
is treated in a non-technical yet thorough manner. 
The book contains special chapters on: (1) The 
Ford Car, (2) The Engine and Auxiliary Groups, 
(3) Details of Chassis, (4) How to Drive, and Care 
of the Ford, (5) Overhauling and Repairing Mech- 
anism. This book may be procured from the Harp- 
WARE AGE Book Department for $1. 











Society Ways 


CITY man recently visited his “country cousin.” 

The man from the city, wishing to explain the 

joys of metropolitan life, said: “We certainly have been 

having fun the last few days. Thursday we autoed to 

the country club and golfed until dark, then trolleyed 
back to town and danced until morning.” 

The country cousin was not to be stumped in the 
least and began telling of some of the pleasures of the 
simple life: “We have had pretty good times here, too. 
One day we buggied out to Uncle Ned’s and went out to 
the back lot, where we baseballed all the afternoon. In 
the evening we sneaked up into the attic and pokered 
until morning.” 

A sturdy old farmer who was listening, not to be 
outdone, took up the conversation at this point and 
said: “I was having some fun about this time myself. 
I muled out to the cornfield and geehawed until sun- 
down. Then I suppered until dark and piped until 9 
o’clock, after which I bedsteaded until the clock fived, 
after which I breakfasted until it was time to go mul- 
ing again.”—Exchange. 


Waterlogged 


OLONEL SNEDECOR, paying a call at the home 
of an acquaintance, cheerfully agreed to the host’s 

suggestion of a social drink. To the Colonel’s displeas- 
ure, the host poured out his guest’s drink without the 
formality of asking when. It was a bare fourth part 
of the Colonel’s usual unit of such indulgence. Further- 
more the host added three parts of water. The Colonel 
took his glass and quaffed, and put it down. 

“My friend,’ he asked, “tell me, did you’ put the 
whiskey and water in this glass?” 

“Yes,” answered the host. 

“You put the whiskey at the bottom, did you?” 

VY ea.” 

“Well,” responded the Colonel with a sigh, “maybe 
I’ll get to it by and by.”—Exchange. 


Loyalty 


I Se you work for a man, in Heaven’s name work for 
him. If he pays you wages that supply your 
bread and butter, work for. him, speak well of him, 
stand by him and stand by the institution he represents. 
If put to a pinch, an ounce of loyalty is worth a pound 
cf cleverness. If you must vilify, condemn and eter- 
nally disparage, why, resign your position, and when 
you are outside damn to your heart’s content. But as 
long as you are part of the institution, do not condemn 
it. If you do, you are loosening the tendrils that hold 
you to the institution, and the first high wind that 
comes along you will be uprooted and blown away, and 
probably you will never know why.—Elbert Hubbard. 


A Pertinent Query 


SAN FRANCISCO woman succeeded only after 

much persuasion, in getting two little Chinese boys 
to attend her Sunday School. As they left each Sunday 
she told them not to forget their pennies for the next 
Sunday. For several Sundays the young Celestials 
brought their pennies. Then one Sabbath, as the teach- 
er passed the collection box, one of the little Chinese 
looked up and asked: 

“What matter? God bloke all time?”—Ezchange. 
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Valuable Vocabulary 


4 ies employer who was willing to pay $3 a week for 
an office boy advertised for a boy. About 100 
replied. To the most likely looking lad he said: 

“You look all right, but I must test your vocabulary. 
You know what ‘vocabulary’ means?” 

“Yes, sir.” 

“Very well, I want a boy with a vocabulary. My cus- 
tomers are well-bred, educated people, and I must have 
a boy who can answer them with something more in- 
telligent than ‘Uh-huh,’ ‘Yep,’ and ‘I guess so.’” 

He put several questions to the boy, and received sat- 
isfactory replies. 

“You will do,” he said. “You may go to work now.” | 
“I beg your pardon,” said that amazing boy, “but 
there is one example of my vocabulary that you have 

not heard.” 

“Well, what is it?” 

“TI am sorry, sir, but I could not think of using this 
kind of language for $3 a week. It is worth $5.” 

The employer concluded that it was, and paid it.— 
Exchange. 


His Investment 


66 ERE’S a nickel,” said a thrifty housewife to a 
tramp at the door. “Now, what are you going 
to do with it?” 

“Well, mum,” replied the hungry man, “if I buy a 
touring car I shan’t have enough left to pay my chauf- 
feur; if I purchase a steam yacht there won’t be enough 
left to defray the cost of manning her; so I guess, mum, 
I’ll just get a schooner and handle her myself.”—Kan- 
sas City Journal. 


Tommy’s Broad Hint 


NE of the wealthy volunteer nurses in an English 
O hospital well stocked with countesses and “honor- 
ables,” who make up in social position what they lack 
in skill, found a card pinned over the bed of a wounded 
Tommy who appeared to be asleep. From it she read: 

“Beg to be excused. Too sick to be nursed today.— 


Alf. Chitling.”—Exchange. 
é ae promised to go to supper with some one else, 
Blanque; but I’ll introduce you to a very hand- 


some and clever girl.” 
“T don’t want a handsome and clever girl; 


you.” —E xchange. 


Candor 


I want 


Measure for Measure 
¢<¢T\ATHER, how do they measure limburger cheese, 
by weight or cubic contents?” asked Little Rollo 
playfully. 
“By scentimeters,” replied Rollo Senior.—Exchange. 


His Choice 


66 HISKY, my friend, has killed more men than 
bullets.” 
“That may be, sir, but, bejabers, I’d rather be full of 
whisky than bullets.”—London Opinion. 


Misnamed 


¢¢CQ1OMETIMES,” said Uncle Eben, “a man gits de 
reputation of bein’ terrible industrious when he’s 
only fidgety.”—Washington Star. 
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Increasing the Employe’s Eff- 
ciency 
HE progressive manufacturer is forced 
to demand modern, highly efficient ma- 
chinery. He willingly discards fairly 
good machinery if convinced that an im- 
proved model will reduce costs and increase 
production. 

Efficiency in manufacturing depends upon 
more than common machinery. In many 
cases labor costs are more than all other 
costs of production. Therefore, the subject 
of human machinery demands the attention 
of the efficiency expert. The manufacturer 
is particularly interested in increasing the 
productiveness of his labor. He does not 
erect a carefully designed, well-lighted plant 
to replace an old building merely to gratify 
the desire for modern quarters. He does so 
to get more for his money, to increase the 
efficiency of his employes. The rest rooms, 
hospital service, libraries, restaurants and 
schools that have become regular factors in 
large organizations are not installed to 
gratify the philanthropic whims of easy- 
going officials. These seemingly non-pro- 
ductive expenditures for such things are 
known to pay dividends in increased effi- 
ciency. 

Manufacturers have spent hundreds of 
thousands of dollars for efficiency. They 
have given particular attention to this sub- 
ject which the retailer, as a rule, has neg- 
lected altogether. Yet, increased efficiency 
is just as necessary and profitable in the re- 
tail as in the manufacturing business and is 
just as obtainable. 

The effort to increase the earning power 
of employes in a retail hardware business 
may begin just where it has in many manu- 
facturing establishments, in the building it- 
self. Comfortable quarters, clean, well- 
lighted stores promote efficiency, and make 
for the harmony that will mean increased 
sales. Not every merchant can have a new 
building or even a modern one, but he can 
have one that is clean. The dingy store is 
expensive in every way. Too many mer- 
chants of this day are careful to keep the 
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front windows washed and polished while 
dirt and dust accumulate for months on the 
windows in the rear of the building. It is 
not unusual to find a store with the custom- 
ers’ aisles clean while the work space behind 
the counter is ankle deep in trash. Not every 
merchant can have modern shelving, but 
every one can keep his goods neatly arranged 
in the shelving that he has. 

The habits of the proprietor affect the effi- 
ciency of his men. Find an untidy owner 
and untidy salesmen are generally found. 
If the proprietor chews it will usually be 
noted that one or two of his men chew also; 
if he is profane, profanity will be heard from 
the men he employs. These things may ap- 
pear inconsequential to some, and yet the 
hardware merchant of the present realizes 
that a large percentage of his sales are made 
to women and he should realize that bad 
habits drive women to department stores 
every day. 

The salesman who has just enjoyed the 
filth of a dirty story, whose mind is filled 
with the things it suggests, is not in the 
proper frame of mind to sell goods to a re- 
fined woman. It is generally found that 
when the proprietor discourages such stories 
they are not told. 

Then, too, the employe patterns not only 
after the habits but after the disposition of 
his employer. Many stores acquire the repu- 
tation of having a force of grouchy sales- 
men simply because the head of the house is 
grouchy and the salesmen reflect his nature. 
Other employers distrust their men and the 
men in turn distrust the customers. Still 
others argue with and berate their employes 
and are sometimes surprised to find the 
salesman doing the same thing with a cus- 
tomer. Where these things exist they should 
be remedied and the result will be a marked 
increase in efficiency. 

Bad handling has ruined more good men 
than bad habits. A machine of iron and 
steel can be understood and mastered. Men- 
tal and material conditions affect the human 
machine; conditions over which the employer 
has no control but the bad effects of which 
he can offset to a large extent if he will ex- 
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ercise the right kind of personality, and if he 
will keep his human machines properly 
tuned. | 

Finally, the retailer should supply an in- 
centive for his men to be efficient. It is good 
to make the surroundings pleasant, to influ- 
ence employes by setting good examples for 
them and by exercising personality. Any of 
these things will increase the productiveness 
of the employe and will increase the profits 
of the business. All of these, however, are 
not enough. There should be a reward for 
efficiency and that will be the most powerful 
incentive to be efficient. Some employers 
give their men no credit for the good things 
that they do; they seek only to correct their 
employes’ faults. While this is needed, a 
reward for the things properly done is also 
needed. 

Promotion and increased salaries are the 
milestones which mark the onward progress 
of the employe. If they are lacking he loses 
interest in progressing. Men are taught to 
be efficient by having standards of efficiency 
set for them and by endeavoring to equal 
those standards. There should be standards 
for employes and they should be rewarded 
when the standard is made their regular 
practice. 

The charge against the retailer of today 
is that he is inefficient. If this is true the 
men who had charge of his mercantile school- 
ing must be partly to blame. A new genera- 
tion of hardware merchants is now being 
trained and the hope of the trade is in it. 


Let the instructors of this generation teach 
efficiency, and reward efficiency, and both the 
present and the future will reflect the bene- 
ficial effects of the increased efficiency that 
will be obtained. 


Establishment of Dollar Bank 
Credits 5 


OR the convenience of people who con- 
template business or pleasure trips in 
North, Central or South America or 

elsewhere, the National City Bank, New 
York, has arranged to establish dollar letters 
of credit, negotiable in the principal cities in 
the United States, Canada, Mexico, Central 
and South America and the West Indies. 

This kind of letter of credit is issued in 
United States dollars and is accompanied by 
a list of correspondents which includes, as 
paying agents, the representative banks and 
bankers in the principal cities of the United 
States, Canada, Mexico, Central and South 
America and the West Indies. 


A feature of this undertaking is that com- 
mercial houses having traveling represent- 
atives in South America will be able to 
specify the amount which may be paid under 
it in any one week or month to the payee. 

This dollar letter of credit is issued against 
cash or an approved guarantee, the commis- 
sion charge for the accommodation in either 
case being one-half of one per cent. 

A National City Bank officer says, “‘Here- 
tofore any foreign shipment has _ cus- 
tomarily been financed through dollar credits 
issued abroad, largely on London. The 
United States bankers in proceeding with the 
liquidation had to operate through a third 
market to settle such indebtedness. Since 
the war started, however, the character of 
credit and other financial transactions has 
been radically changed, and it has become 
necessary to open up a direct channel of ex- 
change between the U.S. A. and South Amer- 
ica for the handling of international trans- 
actions.” 

All of this is a pronounced step forward in 
establishing and maintaining foreign trans- 
actions in terms of the United States dollar 
instead of Sterling, francs, marks, etc., and 
will help along the larger undertaking of de- 
veloping foreign exchange expressed in 
United States dollars, by expanding the mar- 
ket, financially, in our dollar. 

In an interview with John E. Gardin, vice- 
president of the National City Bank and 
manager of its foreign exchange department, 
he said: 

“The main difficulty in the past in ne- 
gotiating drafts on New York or other im- 
portant American cities has been the dispar- 


ity in the rates of exchange as against Lon- 
don or Paris. Exchange on the latter points 
was always quoted at fine rates; that is, 
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actual market rates based upon the princi- 


ples governing such rates, while rates on 
American points differed from 1 to 2 per 
cent. either way, e. g. in selling, a discount 
against the exchange parity of European ex- 
change was imposed, while in buying, a pre- 
mium was exacted. 

“With -the increased business between 
North and South America and the establish- 
ment of branches of the National City Bank 
of New York in several of the South Amer- 
ican cities, this disparity has disappeared, 
and New York exchange, both on the East 
as well as on the West Coast, is quoted at just 
as fine rates as exchange on European cen- 
ters; in fact, in quite a number of instances 
quite a premium is being paid for drafts on 
New York.” 
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Big Deal Closed for $2,290,750 


ft Reese business and plant of the J. Stevens Arms 
and Tool Company of Chicopee Falls and the 
plants of the Stevens-Duryea company at Chicopee 
Falls and East Springfield were taken over by the 
New England Westinghouse Company recently when 
the options which have been held for a number of 
weeks were exercised by officials of the Westing- 
house Company who went from New York to Spring- 
field for this purpose. The preferred stock of the 
J. Stevens Arms and Tool Company, amounting to 
$350,000 at par, will be called at 112% with de- 
ferred dividends at the next dividend date, which 
falls on July 1, and the common stock, amounting to 
$650,000 at par, was bought at a figure which could 
not be ascertained, but which is understood to be 
138, a check covering both transactions being depos- 
ited in the Springfield National Bank. The total 
amount, it was stated by officials, exceeded 
$1,000,000. 

The Stevens-Duryea plants were bought for 
$1,000,000, part payment having been made some 
days ago, so that the check deposited in the Chicopee 
National Bank for this transaction was for some- 
what less than $1,000,000. With the common stock 
of the J. Stevens Arms and Tool Company called at 
138, the total amount paid in that transaction was 
$1,290,750, which, with the $1,000,000 paid for the 
Stevens-Duryea plants, makes the grand total paid 
by the Westinghouse Electric and Manufacturing 
Company for establishing their New England com- 
pany, $2,290,750. 

The meeting to complete the transaction for the 
taking over of the J. Stevens Arms and Tool Com- 
pany was held in the Springfield National Bank. 
The Westinghouse group was headed by L. A. Os- 
borne of Pittsburgh, Pa., senior vice-president of 
the Westinghouse Electric and Manufacturing Com- 
pany, in charge of commercial operations, who is to 
have executive charge of the New England company. 
He will also be president of the J. Stevens Arms and 
Tool Company, which will retain its corporate and 
commercial identity as a part of that company. 
There will be seven directors of that company. Mr. 
Osborne was accompanied by John J. Jackson of 
Pittsburgh, Pa., Mr. Bennett of New York, counsel, 
and H. D. Shute of Pittsburgh, Pa., acting vice- 
president of the Westinghouse Electric and Manu- 
facturing Company. They returned to New York 
immediately after the negotiations were concluded. 

The retiring officers of the J. Stevens Arms and 
Tool Company are: President, Irving H. Page; vice- 
president, C. P. Fay; treasurer, Henry H. Bowman; 
clerk, C. H. Leonard, and directors, F. H. Page, C. A. 
Crocker and A. C. Raymond of Boston, manager of 
the bond department of Hayden Stone & Company. 
The Stevens-Duryea Company will continue its cor- 
porate identity and engage in the manufacture of 
automobile parts, retaining a building at Chicopee 
Falls for that purpose. 

Deeds were filed in the registry of deeds yester- 
day afternoon transferring the property of the 
Stevens-Duryea Company in Chicopee Falls and East 
Springfield to the New England Westinghouse Com- 
pany. The revenue stamps on the papers indicated 
an equity of $525,000 in the property. The deed 
includes all real estate, machinery and equipment in 
the factory at Chicopee Falls, with the water-power, 
water privileges and other rights, but does not in- 
clude the land or tenements of the Stevens-Duryea 
Company under lease from third parties. The East 
Springfield plant includes four parcels of land 
amounting to 40.3 acres, the factory building and 
equipment. The East Springfield premises are sub- 
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ject to location rights by the Hampden railroad. 

Walter L. Clark, formerly vice-president of the 
Niles-Bement-Pond Company, machinery manufac- 
turers of New Jersey, will be in charge of operations 
of the company and will make his residence in this 
city. He will be a distinct addition to the business 
circle of the city and will bring with him a number 
of able experts and executive officials. Officials of 
the company are positive in their assertions that the 
New England Westinghouse Company is not a for- 
eign corporation but in every way a local company 
and one taking the interests of Springfield and vi- 
cinity to heart. The officials will be prominent not . 
only in business circles but in the social life of 
Springfield. 


The MacManus Company Changes 
Its Name 


A* a recent meeting of the stockholders and di- 
rectors of The MacManus Company, advertising 
agents, it was voted to change the corporate title 
of the organization to The Power, Alexander & 
Jenkins Company. The change in name does not 
indicate any change whatsoever in the personnel 
of the company. 

The action was prompted merely by the fact that 
the name “The MacManus Company” has not for 
some time represented the personnel of the organi- 
zation—the present officers, directors and stock- 
holders having purchased the assets of the com- 
pany over three years ago. 

The officers of the company are: William S. 
Power, president; Kirk B: Alexander, vice-president 
and general manager; W. Haddon Jenkins, Jr., sec- 
retary, and Charles E. Will, treasurer. The direc- 
tors are the officers, with Louis Ling, Wetmore 
Hodges and George P. Fletcher. 


Harry B. Gordon Becomes Druggist 


2 pews! B. GORDON, second vice-president of 
the Shapleigh Hardware Company, St. Louis, 
Mo., and sales manager of that progressive St. 
Louis jobbing house, has tendered his resignation 
and moved to New York City to become associated 
with McKesson & Robbins, wholesale druggists. 
This is the concern with which Saunders Norvell, 
formerly president of the Shapleigh Hardware Com- 
pany, is connected. Mr. Gordon has purchased a 
home in Bronxville, N. Y., where he will take up 
his residence soon. He will take a summer vacation, 
lasting until September 1, when he will enter 
McKesson & Robbins and assume charge of one of 
the departments. Mr. Gordon’s host of friends in 
the hardware field wish him every success in his 
new work. 


Executive Committee of Illinois 
Association Meets 


HE executive committee of the Illinois Retail 
Hardware Association met in Chicago last Tues- 
day. The following out-of-town members were pres- 
ent: H.S. Daniels, Jerseyville; J. P. Brown, Hills- 
boro; J. H. Vawter, Salem; Charles Johnson, 
Peoria; A. E. Marcotte, Kankakee; C. T. Woodward, 
Carlinville; L. D. Nish, secretary, Elgin; R. L. Ma- 
son, president, Canton. 
An executive session was held at the Hotel Sher- 
man. It is understood that the principal work done 
was in relation to the convention next year. 
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Some More Summer Ads—Good Drive on Alarm Clocks 


Playing Up the Strongest Point 
No. 1 (2 cols. x 7 in.).—Too many ice cream 
freezer ads are all freezer and no ice cream. In 
other words they assume that people are just ach- 
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A SUMMER 
NECESSITY. | 
| 
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ICE CREAM 
Made inthe RIGHT WAY with our freezers is easier. 
to make than a pudding or a pie, 
White Mountain 
Triple Motion Freezers ; are |} 
made. right. 
The Tub.—These tubs. are made |} 
of clear White Pine, treated with a 
solution that makes it-water-pioof, | 


brioe-proof and water-tight; holds ] 
its shape, and is sound. after years | 
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of hard usage;-is botud .together 

with three heavy galvanized iran. 

flat hoops? 
| 





—————— ne enema nen 


‘The Can.—Thesé cans are inade of heavy charcoal! piate.. They, are 
tight, strong and souiid, ‘Phe Covers are perfectly tight, but can be 
‘easily removed without pulling the can out of the surrounding mixture 
H of ice and salt. 
Triple Motion,—The triple motioa places the White’ Mountain. 

the leader of all {réezers.. The can. revolves to the left, the ‘outside | 
I ‘beater to the vight and the inside beater to tlie left, and each: of these }f 
movements gives a separate and distinct motion to the ‘mixture while | 
freezing. The continuous agitation inside the can freezes the cream 
quickly, thoroyghly.and evenly and of a quality. unsurpassed. | 


“We have in stock the following -sizes. : 

6 quart, 84,00; 4 quart; $3.25; 3_quart, 82.75.'}} 
THE 'ARTIC:-=Double motion freezer | 

6 quart, $3.25; 4 quart, $2.65; 3 quart, $2.25; 2 quart, $2.00. | 
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' No. 1—This freezer ad plays up ice cream 


ing to buy freezers. Of course, this is true to a 
certain extent, otherwise ice cream freezers would 
be a drug on the market. But how about the vast 
majority who buy ice cream at stores and who 
would serve it more often if they were brought to 
a full realization that making ice cream at home 
is, as the heading of this ad states, easier than pre- 
paring puddings and pies, not to mention the gain 
in purity and quality. This freezer ad plays up 
ice cream and projects a good strong thought be- 
fore it gets down to its real business. The house- 
wife, reading an ad of this type, gets interested 
in home-made ice cream as a welcome addition to 
her regular stock of dessert recipes. After that 
it is just about 100 per cent. easier to interest her 
in the freezer you are selling. And that portion 
of the ad referring to the freezer’s construction is 
good copy; it gets right down to the principal de- 
tails of construction and treats each in a thorough- 
going manner. We would like to see some other 
freezer ads playing up the ice cream and leading 
from that into detailed freezer talk; it’s the right 
combination for getting freezer sales. This ad 
was sent to us by the White & Parker Hardware 
Company, Murdo, S. D. 


Good Reasons for Ice Economy 


No. 2 (2 cols. x 7 in.).—This refrigerator ad is 
also the work of the White & Parker firm. A lead 
thought somewhat similar to the one used in No. 1 


= Our No, & Refrigerator saves you 
= | ice because the outside case is. 
“E4Ge4 =Hardwood lived with odorless, air- 
R29 tight, water proof non-conducting 
iy. taee §©Charcoal Sheathing. | 
Inside Case, of selected clear | 
Northern Pine, matched and lined jj 
same as outeide case. | 
’ Charcoal Filling. The space 
between the OUTSIDE and INSIDE. 
cases is filled with pure, ground cbar- 
‘eoal.. This applies to the bottom as |} 
: well as the walls. This charcoal is | 
} packed into the air- tight walls ,under heavy preasure, completely |} 
filling the space 


Inside Lining is of heavy Zinc, all joints soldered, 


is air-tight and water-tight in both ice. and provision chambers. 
Fitted with automatic Drip Cup, Ball Beating Casters, adjustable 
| Provision Shelves and Rocks, heavy lever. Lock and Keys. 


An Especial Value at $22.00 
Our No. 3 Refrigerator 14.50 


a 
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Narre @Parcer Hpw. G. 
rE. HARNESS 


SO. DAK. 

















No. 2—The description copy here is well handled 


could be made use of here, although it is by no 
means so essential to this ad as it is to the freezer 
announcement. The lead thought we have in mind 
centers around the idea of keeping your food sweet 
and clean and properly refrigerated. This is the 
health thoughty and in these days of pure food 
agitation it carries great weight with the think- 
ing public. At any rate, we would add a selling 
point to the single word “Refrigerators” in the 
heading. Word it this way, for example: “Re- 
frigerators That Cut Your Ice Bill.” The heading 
then would tie up a great deal tighter with the 
copy argument. The descriptive copy here is well 
handled. We like the idea of starting with the 
outside case and working toward the center. We 
have one typographical criticism, however, that we 
believe to be an important one. The first portion 
of the text is very neatly set, the subjects being 
set in heavy-faced type and running into the text 
proper. The concluding item on “inside lining” is 
however, set in a radically different style. This, we 
believe, does a great deal toward breaking the con- 
tinuity in the text and even suggesting to the 
hurrying reader the beginning of a new subject. 
By all means, correct this setting in your subse- 
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POULTRY NETTING SCREENS WOES OF THE SUMMER GIRL 


The most wonderful thing about it, Keep at the flies. They’ are not only 
is its low cost. It can be had in almost M¢ Of the great nuisances of life, but 
any width desired, and being very care- @f¢ actually dangerous. They carry 
fully made and galvanized, will last for  ‘isease. 











Pieced Tinware 
Stamped Tinware 
Enameled Ware 


Aluminum Ware 
Whatever the kind; 
whatever the use; what- 

price you wish 


ever 
to pay, you will find 
something in our stock 
which will fill the bill. 
> But, whether you buy 
a cheap or an expensive 
y 


lear 
for actual use, -a 
secure our guaranty if it 
beworthy. You mayde- 
pend upon purchasing 
understandingly of us. 















Oh, the washing will be larger 
For summer’s come in haste, 

When dresses of the maidens 
Show marks around the waist. 





























and —"s quote you a Lh a8 Ge Provide yourself with: Screens for Don’t be a slave to the washboard, 
it now. wen pl and god and let us susp but secure labor-saving tools and not 
. . e can supply everything o 1s 1 lar rti of your 
Also let us talk to you on the subject : : - only save a large portion of y 
: ] character including screensand screen time, but your hands ss well. 


of field fencing. hardware of every description. 


GRIND STONES. 
cana a Ape ef the year to. 
é, tools, and for this purpose 

er fcr» Res is well. loses. = 

e have several varieties of these as 
as fixtures. 










Weather Hardware 


Warm 


Every season has its special ‘re- 











iy 


That means increase in the supplies 


quirements which we aim to sup- = 
4 is all along the line, but, particularly in 
table cutlery. 
Pt ~~ for a long, hot season. We carry knives, forks and spoons 


in great variety to sult you yourself 
or pocket. Knives and forks with 
wood, bone, rubber or celluloid han; 
dles and spoons of every grade. Carv- 


Let us supply your 
ing and butcher knives of every size, 
kind and finish, You will find our 


SUMMER LUXURIES ([¥ 


We —_— 
errr Ts ceeeaeatndl 
Mi} ft H+. iy 
| Of at selection for you will secure quality, 
; +. m price and courteous treatment. 


GARDEN TOOLS A TRUE STORY rented 
gi mee JUST AS EASY 
pA. 
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Canning Conveniences 


Don’t start until you have 
through the list of necessities and 
ss pot a 
area : 


There was ‘tte bottle that lived in 








a sty, 
She had so many children ‘she hoped 
; she would die; 
They ate in the kitchen, they slept 
' in the barn; : 
There is truth in this story, though it 


Now is the time to make your selec- sounds like a yarn. 
tion. We have everything in the way Perhaps you have. not attended to It is just the time you will need a freezer 
of tools for the garden, but have not the screening of your house. If so, most; and you can use it all the year 
space to illustrate or mention but a few. don’t delay, but if you have, you can ‘round. It’s a necessity now-a-days. 


Do not purchase until you have seen make use of a few fly killers. 9$-6400600000-00000000000000 
our line. 








No. 4—Summery articles predominate 


this ad comes to us from the progressive hardware 
firm of Nock & Kirby, Sydney. However, the idea 
unfolded is just as good now as it was then, for 


quent ads. The firm signature, to our mind, is just 
a bit weak, and we would take out two of the light 
rules top and bottom; they are not needed and are 
confusing, to say the least. people need a morning reminder every day in the 
; , ‘ ~ year. We see a whole lot of Big Ben copy in the 

Sounds Something Like “Big Ben” Stuff magazines, but not many retailers make use of the 

No. 3 (2 cols. x 534 in.).—By the first sentence breezy text in pushing their alarm clock stock over 
in this ad we take it that the announcement was. the counter. Copy of this sort has real human 
run a few months ago. But it takes time under interest, and it gives a “go” to an alarm clock ad 
present conditions to get mail from Australia, for that it is difficult to secure by the use of cuts and 
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description only. Note how neatly the four styles 
are grouped and how the important alarm clock 
points are emphasized. 


AWAKE ! AWAKE! 
AND FACE THE DAY 


The mornings are darkening and it's hard to wake unless 
an 


“ANSONIA’ ALARM CLOCK 


In ite Siiafest-Pigted Metal Case calle you forth from the 
naan BE land. 


world over swear: by ““ANSONIA”™ 


Punctuai 
os crocKs" because thty are so reliable, so accurate, 
» and give their owners suc 
eorees. 
—~ A one, and the bogey of “ Sleep-in” 
YOU-——but take a friend's a FR. 
ANGONIA ” ALARM at 


Nock & Kirby's Noted Low Prices 


h remarkably jong 





air» Fe ee ANSONIA ALARM 
day time and a 

ae og ee. », fin. dial...4/6 each. 

“THE CLATTBR” NSONTA ALARM. 

CLOCK, ae and alarm. 

Lg 1 ‘minutes right off the 

tf % minute 


each with a silent break bétween. 
4%in. dial 7/6 each. 


WE GUARANTEE SATISFACTION. 


“THE -PHENIX ” ANSONIA ALARM 
SLOCK, -i day time and alarm 
Arabic figures, 4in, dial. ..3/9 each. 


“THE TRO TROLLEY” ANSONIA .o— 
1 day time and ala Rins 

rc for 20 minutes, and ~ reel—or. at inte 
silencing switch. wa 





“ORDER BY MAIL. 





*Phonés—————-—-City 463@ (Six Lines). 


NOCK & KIRBY, LTD. 
‘ “ The Home of Noted Low Prices for General Hardware and Drapery.” 

188, 190, 192, 194, 194a George St., and at 17, 18, 19,. 

| 21, 23 Underwood St. (off Pitt St), SYDNEY. 





No. 3—Copy of this sort has real human interest 


Interesting Store Paper Page 


No. 4 (914 x 12 in.).—This is the back page of 
an 8-page store paper issued monthly by the Dett- 
hoff Hardware Company of Muscatine, lowa. Sum- 
mery articles predominate, and the center panel is 
a first-class scheme for directing attention to sum- 
mer hardware. The illustrations here are worthy 
of special mention and the text has a lot of sparkle 
and snap. We feel the lack of prices, however, 
and would recommend including price quotations 
in the next issue of the paper. 


S. S. Brill Back from South America 


S S. BRILL, Commercial Agent of the Depart- 

ment of Commerce, Washington, has just re- 
turned from an eight months’ business trip to South 
America as a special agent for the Department of 
Commerce, investigating the market for shelf hard- 
ware. Starting from Para, in northern Brazil, he 
visited every important or principal city in Brazil, 
Uruguay, the Argentine, crossing the Andes over 
the Trans-Andean Railway into Chile, and visiting 
the important business places of the republics on 
the West Coast of South America, returning via the 
Panama Canal to the United States. 

The results of his trip should be of interest to 
American manufacturers, ‘as it was made in a prac- 
tical mariner. A large number of importers and 
dealers were interviewed, samples of the most 
salable articles of other than American manufac- 
ture were procured, catalogs and price lists of 
European manufacturers obtained, and, in many 
cases, illustrations of catalogs of local wholesale 
houses, showing the best sellers, secured. 

Part of the report has already been submitted to 
the Department of Commerce, and Mr. Brill is now 
engaged in compiling the balance of it, which he 
expects to complete shortly, when it will be pub- 
lished by the Department. 
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Obituary 


ALBERT J. ADAMS, a hardware dealer, died of stomach 
trouble at his home, 2138 Milwaukee avenue, Chicago, 
[ll., aged 62. Mr. Adams was a native of Germany and 
went to Chicago in 1871 at the age of 18 years. He 
was a member of the Chicago and National Retail 
Hardware Associations, as well as of the Milwaukee 
Avenue Business Men’s Association, and one of the 
founders of the Enterprise Building and Loan Asso- 
ciation. He leaves a widow and a daughter. 


FRANK M. MADDEN, president of the Madden- 
Morrison File Company, Middletown, N. Y., died at 
Saranac Lake, N. Y. He succeeded his father, the late 
Isaac P. Madden, who was one of the pioneer file 
makers in this country. He is survived by a widow, 
one son and a daughter. 


CHARLES A. GAUSS, a prominent sheet metal con- 
tractor of Indianapolis, Ind., was found dead at his 
hame. He had been suffering from blood poisoning, and 
it is thought that despair of regaining his health 
prompted him to take his life. He established himself 
in business in 1874. Mr. Gauss was 63 years of age. 


GEORGE WILLIAM HEINEMAN, a well-known resident 
of Allentown, Pa., died at his home recently. He had 
been in the employ of the Pittsburgh Stove & Range 
Company for twenty years, and at the time of his 
death was engaged in the hardware business. He is 
survived by a widow and son. 


CHRISTOPHER C. PARK, a hardware dealer and life- 
long resident of Tiffin, Ohio, died at his home after a 
six months’ illness, aged 86 years. He conducted a 
hardware and implement business under the name of 
C. C. Park & Sons, and retired about twenty years ago. 


WILLIAM H. JOHNSON, one of the best known business 
men of East Greenwich, R. I., died recently of apoplexy, 
in his seventy-sixth year. Mr. Johnson had been owner 
of a hardware store for twenty-five years. He was a 
veteran of the Civil War. 


HENRY R. ROGERS, superintendent of the Rogers 
Screw Company, Providence, R. I., died of Bright’s 
disease. Mr. Rogers had been identified with the screw 
manufacturing business since 1872, and was prominent 
as an official of the Masonic orders of Providence. 


JOHN H. CoGAN, of J. H. Cogan & Company, 
Augusta, Maine, died at his home. He was the dean 
of the hardware dealers of that city, his business career 
covering a period of about 35 years. 


W. H. TAxsBot, of DeWitt, Iowa, the oldest hardware 
merchant in the state, and president of the First 
National Bank, died recently. Mr. Talbot was in his 
seventy-ninth year, and settled in DeWitt in 1857. 


One Hundred and Fifty-Five Years 
in Business 


far Steinman Hardware Company, 26-28 West 

King street, Lancaster, Pa., will celebrate its 
one hundred and fifty-fifth anniversary for one 
week beginning on June 21. This company was 
founded in 1760 and started business at its present 
location. The ledgers and day books of the company 
extend and show entries back to the year 1751, so 
that this indicates that the business started in real- 
ity in 1751. 

Each day of the anniversary week will be set 
aside for some particular line, and each person who 
comes to the store will receive a souvenir; in addi- 
tion, the company expects to give away $500 worth 
of presents. 

George Ross, one of the signers of the Declara- 
tion of Independence, was a patron of this store, 
which also furnished the Continental army with 
supplies. 
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Trade Conditions and Iron, Steel and Hardware Prices 





Conditions in the Pittsburgh hardware 
trade are better than at any time during the 
last year and a half. The volume of busi- 
ness is increasing, prices are better, and the 
outlook is good. Traveling men report more 
optimistic feeling among the trade, and cus- 
tomers are placing orders more freely and 
for larger quantities. The money situation 
is good, and collections are reported satis- 
factory. 

The continued advance in the prices of 





MARKET SUMMARY FOR THE BUSY READER 


spelter has seriously embarrassed not only 
the sheet mills that make galvanized sheets, 
but also mills that make galvanized barb 
wire, galvanized posts, galvanized pipe and 
other products. | 

In the Chicago hardware district a de- 
cided improvement for the past week is re- 
ported. Cleveland also shows an improve- 
ment in hardware business, both wholesale 





and retail. 





PITTSBUR 


Office of HARDWARE AGE, 
Pittsburgh, June 14, 1915. 


S the full significance of the decision of the court in 

the Steel Corporation suit is realized the general 
feeling in the steel trade becomes better, and probably 
no one thing has happened in a long time that has done 
more to create optimistic sentiment in the trade than 
this decision. The letter sent out by Judge Gary, chair- 
man of the Steel Corporation, a short time after the de- 
cision was announced is regarded as a very diplomatic 
statement, and gives assurance to the competitors of the 
Steel Corporation, its customers and the public in gen- 
eral, that it will be the purpose of the Steel Corporation 
to conduct its business affairs in a manner that is bound 
to have the approval of all concerned. Much could be 
said about what the Steel Corporation has done in the 
last ten years, the millions of dollars it has spent and 
the efforts it has made in other ways to improve the 
welfare of its hundreds of thousands of employees. This 
was fully exemplified at the annual meeting of the Steel 
Corporation held in New Jersey last year, when an em- 
ployee from one of its mills got up in the meeting and 
said that he hoped nothing would be done by the courts 
to interfere with the great work the Corporation was 
doing in the way of improving the general conditions of 
its workmen. The Steel Corporation maintains Relief 
and Safety Departments, and at the heads of both or- 
ganizations are men of wide experience in welfare 
work, and it would be hard to find a more contented 
army of workmen than is found in the employees of the 
Steel Corporation, and this applies right through from 
the common laborer up to the presidents of the constit- 
uent companies. The fact that Judge Gary received 
hundred of telegrams and letters from the competitors 
congratulating him and the Steel Corporation on the 
magnificent victory shows clearly the high regard its 
competitors have for the business methods of the Steel 
Corporation. It is one of the most popular verdicts 
handed down by the courts in many a day, and its in- 
fluence will have a good effect on all lines of business 
for a long time to come. 

The greater activity in the steel trade continues with 
Pittsburgh the leading center. In the past week some 
notable orders for equipment, both foreign and domes- 
tic, have been placed, and Pittsburgh has shared very 
largely in these. One was an order for 7000 cars placed 
by the Russian Government with the Pressed Steel Car 
Company of this city. This is the order that has been 
hanging fire for some months and which was only final- 
ly closed up late last week. These cars will be nearly as 
large in size as American freight cars and will require 
about 12 tons each of plates, steel bars and steel shapes. 
This makes a total of about 85,000 tons, and practically 
all of this tonnage will be furnished to the Pressed 
Steel Car Company by the Carnegie Steel Company of 
this city. Active work on the building of the cars will 
not start for some little time yet, as some details as to 
designs remain to be worked out. Another large order 
placed was that of the Pennsylvania Railroad for 155,- 
500 tons of standard section rails. This order has also 
been held up for some time, as the Pennsylvania Rail- 
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road wanted the very highest quality of rails it could 
get. Some months ago the Pennsylvania Railroad placed 
an order for 2000 tons each of standard section rails 
with six different rail mills. These rails were to be 
rolled to specifications furnished by the Pennsylvania 
Railroad and provided for a heavy discard in the ingot, 
35 per cent. or more. To roll rails under these speci- 
fications would have cost the Pennsylvania Railroad 
about $4 a ton extra over the regular price, and the 
road did not feel disposed to pay this. Finally, speci- 
fications that were satisfactory to both the railroad and 
the steel rail companies were obtained and the order has 
been placed. The Carnegie Steel Company took 69,500 
tons to be rolled in Pittsburgh and Chicago; the Cam- 
bria and the Pennsylvania Steel Companies 31,100 tons 
each and the Lackawanna and Bethlehem Steel compa- 
nies 8900 tons each. Of the total quantity 118,000 tons 
will be 100-lb. rails, that is rails weighing 100 lb. to the 
yard, and 37,500 tons will be 125-lb. rails weighing 125 
lb. to the yard. The 125-lb. rails will be rolled by the 
Cambria Steel Company and the Pennsylvania Steel 
Company. It is expected that this heavy order for rails 
will have the effect of causing other leading railroads to 
place contracts, as most of the other roads adopt Penn- 
sylvania specifications and wait until they have finally 
been settled upon before placing their orders. 

As an indication of the large amount of business the 
steel companies have at present we can state that the 
Carnegie Steel Company has orders now for over 100,- 
000 steel wheels, over 100,000 tons of axles and proba- 
bly 200,000 tons or more of plates and shapes. The 
blast furnace figures for June 1, printed last week, 
show an increase in May output over April of 73,015 
tons per day. The United States is now making pig 
iron at the rate of 27,400,000 tons per year as against 
26,000,000 tons in April and only 18,000,000 on January 
1. This heavy increase in pig-iron output shows clear- 
ly the increased rate of operations among the steel 
mills, as nearly all of the increases of more than 6,000,- 
000 tons per year in pig-iron output has been made by 
steel works blast furnaces. 

The continued advance in prices of spelter has seri- 
ously embarrassed not only the sheet mills that make 
galvanized sheets but also mills that make galvanized 
barb wire, fence staples, galvanized posts, galvanized 
pipe and other products. Spelter is now quoted close to 
30c. per lb. and only a few months ago it was selling at 
less than 5c. per lb. None of the concerns making fence 
wire products are making any money on them, but on 
the contrary most of the concerns are probably losing 
money, and very heavily at that. A feature of the tin 
plate trade is the heavy foreign inquiry that has come 
out recently. It is estimated that this amounts close to 
250,000 boxes. One inquiry alone from Scotland is for 
50,000 boxes and another from one of the Allies for 
75,000 boxes or more. 

A menace to operations in the steel trade and its 
allied industries is the shortage of labor that is already 
being felt. Thousands of Italians employed in the coke 
regions and also other outdoor work, have gone to Italy 
and Canada and others are getting ready to leave. Al- 
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ready there is a serious shortage of labor in the Con- 
nelisville coke regions and common labor is getting 
scarce. There is also a shortage in the supply of skilled 
mechanics employed in machine shops and other places 
where shrapnel and other wire products are made. One 
leading steel manufacturer in the Youngstown, Ohio, 
district has gone so far as to say that before long it may 
be necessary to employ women around blast furnaces, 
steel works and in the coke regions to make up for the 
deficiency in the supply of men, but such a course hardly 
seems probable and would only be adopted as a last re- 
sort. The employment of women in manufacturing 
plants has always been distasteful to the American peo- 
ple and always will be. 

Conditions in the hardware trade are better than at 
any time in the last year and a half. The volume of 
business is growing, prices are better and the outlook 
is good. Traveling men report to their houses a more 
optimistic feeling among the trade and customers are 
placing orders more freely and for larger quantities. 
The money situation is good and collections are reported 
satisfactory. 

Prices on nearly all lines of hardware are very firm 
and on many lines have advanced. 


WirRE NaiLs.—There is a fair domestic demand for 
wire nails made up of small lots and the mills still have 
a considerable number of contracts on their books 
against which specifications are quite active. There is 
also some strong demand for wire nails, mostly from 
France. The market is firm but not any higher. Full 
extras are now charged on galvanized nails, prices 
being standard among all the mills. 

We quote on new orders: Wire nails, $1.55 to $1.60, o- 
vanized nails 1 in. and shorter, taking an advance of $2.0 
over this price, or $3.55, and galvanized nails 1 in. ree 
longer, an advance of $1. 50,. or $3.05. 

Retailers f.o.b. Pittsburgh carloads $1.60. Retailers f.o.b. 
Pittsburgh less than carloads $1.70. 

Cut NAILS.—The new demand is fairly active and 
considerable quantities of cut nails are being shipped 
to the South, where they are being used more largely 
than any other section in the country. Mills report 
specifications against contracts quite active and prices 
are firm. 

We quote nails $1.55 per keg in carloads and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BARB WIRE.— While the domestic demand is light, for- 
eign demand is very heavy, and local mills are filled up 
on barb wire for three or four months ahead, a good 
part of their output being shipped to foreign countries. 
The full differential of 80c. on barb wire over painted 
is now being charged by all the mills, and this differ- 
ential is likely to be increased very soon, as prices on 
spelter are still going up. The domestic demand is 
heavier than usual at this season of the year and several 
local makers have recently refused to quote on large 
orders for barb wire for foreign shipment, not being 
able to make the deliveries wanted by the buyers. The 
mills are very conservative in taking orders for gal- 
vanized ‘wire products and will sell only to regular cus- 
tomers in limited quantities for prompt shipment. 


Plain annealed wire is $1.35 to $1.40; galvanized barb 
wire and fence staples, $2.40; painted barb wire, $1.60, all 
f.o.b. Pittsburgh, with freight added to point of delivery, 
terms 30 days net, less 2 per cent. off for cash in 10 days. 
Prices on woven wire fencing are higher, and it is now 
quoted at 69 per cent. off in carload lots, 68 per cent. on 1000- 
rod lots, and 67 per cent. on small lots, f.o.b. Pittsburgh. 


FENCE WIRE.—Fabricators report that demand for 
wire fence is active, being heavier than usual at this 
season of the year. Stocks on hand are fairly heavy 
and the demand for fence wire from the mills is light. 
The discounts on woven wire fencing have been lowered 
2 points, due to the demand and higher prices for raw 
materials. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized, $2.20, with the usual ad- 
vances charged to jobbers for small lots from store. 

Tin PLaTe.—The foreign demand for tin plate has 
lately been very active, inquiries in the market at pres- 
ent are for over 200,000 boxes for shipment to foreign 
countries. One inquiry is for 50,000 boxes for Scotland 
and another for 75,000 boxes for another foreign coun- 
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try. Nearly all the leading tin plate mills are running 
to 100 per cent. capacity and prices are firm. It is re- 
ported that a very large order for tin plate for export 


jwas closed late last week, but details have not been 


given. 


We quote 100-lb. coke plates at $3.25 to $3.35 per base box, 
depending on the order. 

We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 


SHEETS.—Most of the sheet mills are refusing to quote 
on galvanized sheets and the trade is all at sea as to 
what will be the future course of prices. The American 
Sheet & Tin Plate Company will still sell to regular cus- 
tomers for limited quantities of galvanized sheets for 
spot shipment only at 4.25c. to 4.50c. but a few other 
makers have sold galvanized sheets as high as 4.75c. to 
5c. The spelter market is now close to 30c. and concerns 
making galvanized sheets are losing money heavily on 
account of the high price of spelter. Part of the rise 
in prices of spelter is said to be due to the fact that very 
large quantities of it have been shipped to the Allies to 
be used in making cartridges. Mills that have quit sell- 
ing galvanized sheets are now going after orders for 
black more actively and prices are slightly lower. 

Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 


of invoice: 
Blue Annealed Sheets 


Cents per Ib. 
i ae Re oak eg eh & Bd ee en & ce ee 1.25 to 1.30 
Sees 2 GP Bk ba Ws od we os bleeds ebb ows 1'30 to 1.35 
RE GR PR Re eee er ae 1.35 to 1.40 
ee Ee ee Es cee ls teed ewe ees ane 1.45 to 1.50 
Bees BS Ge webs ci bhac cétedocdactotea 1.55 to 1.60 

Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
| RR OF PD a ee ee ee ee 1.40 to 1.45 
Dh Bee 26h tth wake ua 6 oe anhee dee 1.40 to 1.45 
DS FM Cok oo b hb Sk COE ee see 1.45 to 1.50 
a OE, ALS dg 456 cd ots do ores 2 2 eee 1.50 to 1.55 
Dut Wr Es 4.06% \o & Ge sae 6 ha we de ee omen 1.55 to 1.60 
see GE e's o 6 Ble We Onde soe cedaeen 1.60 to 1.65 
A: SED Me 6 6 bob > Ode kews tee ok 1.65 to 1.70 
BG Ee ou on 6 atin kh cise wae ol aes ee 1.70 to 1.75 
SK, I» da wend oe dé bb whe sg dba baron aes 1.75 to 1.80 
Sa ences de. Olaisis. 06 ee eaaliee 6 eae 1.80 to 1.85 
Bs Se ws den cennce dct ddec bane ssddeae 1.90 to 1.95 


Galvanized Sheets of Black Sheet Gauge 
Cents ak 


— 10 I Bees atoe Fee ues oc e6cd veces ewe 25 

ie ni Pe eee 6 aa ein ceded dees en ee 3.35 
+ ll iz Ss as 2S alk bo eel a c oes eee esdanee 3.35 
Pe Ded ewih o othe ded’ é0<6é0 ae boa eseens 3.45 
De Ae Ae Ee kev ctvendieséesd cise chbedsaseena 3.60 
See as 06 ok ek i aee 6 tins abe 3.75 
nh er Cro’. -- ooh sb oh ae od Oe eee tame wee 3.95 
A Mee house ek deck ON be bes Mat dba tabanees 4.10 
Ee Ss 6 od awn tbe Aalcaehs baw 4 en ee 4.25 
Be. Ge Wawée HOC baw Eke b> Cb bbws 64a ee 4.35 
aE =, 6 gigas bp dike bee oe ed hak Oe ee 4.50 


These prices are wholly nominal. 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29 25 . 19 to 24 12 to 18 
eee, OF Ge: 2 da 66 46% wo be 0.10 0.05 
Gee SOE. coceceves. 0600 025 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

| RS See rs ee 0.05 0.05 0.05 0.05 . 
2, V-crimped without sticks 0.05 0.05 0.05 aty'ale 
Bi, to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with nas 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
S/35 ae GE. kk ian 0.20 0.20 0.20 
Weatherboard "nate inks mig een ale 0.25 0.25 
Deaeer “QU og 6 ee ckdséce ctas 0.25 0.25 
Rock face brick and stone 

GE ic de cds Cees oe dedi bees 0.25 0.25 
Roll and cap roofing with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

0.25 0.25 


neakee” J roll and ages 
(plain or corrugated).. cane 0.65 0.65 0.65 

IRON AND STEEL BArs.—The heavy demand for 3%4-in. 
and larger rounds to be used in making shrapnel is 
still very heavy. Last week the Carnegie Steel Com- 
pany started rolling rounds at its Edgar Thomson mills 
at Bessemer, Pa., and is also rolling rounds at its Ohio 
works at Youngstown, Ohio. The fact that the mills 
rolling steel bars are so well filled up is causing the 
implement makers to become more interested in the 
market and they are showing more disposition to close 
contracts for steel bars for delivery over the last half 
of this year and the first half of next year. The new 
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demand for steel bars for reinforcing purposes and also” 
for common iron bars is active. 

We quote steel bars at 1.20c. for June and 1.25c. for third 
quarter. We quote common iron bars at 1.25c. to 1.30c., and 
test iron bars at 1.35c., f.o.b. Pittsburgh. 

Nuts, BoLTs AND Rivets.—There has been a slight 
advance made in prices of bolts and the market on both 
nuts and bolts is reported very firm. The demand is 
heavier than for some time and makers state if raw ma- 
terials still go up, they will have to advance prices 
further on both nuts and bolts. Discounts on nuts on 
large lots are as follows: 

U. 8. 8. Cold Punched Blank and Tapped, Cham- 


fered, Trimmed and Reamed 
4 in. and smaller, 


lei ty pie ees elmlgnk 8.1c. per Ib. off 
52 in. and larger, hex path Sid eg A Re oa a 7.3c. per Ib. off 
ee ee ee 5.8c. per Ib. off 
Semi-Finished Tapped 
Ss eS! RO TS. eee 85-10-10-10 off 
en Se I na ia as win d'elo'’ 85-10-10 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter.......... 80-10-5 off 


Package Rivets 1000 Pcs. 
Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts as recently adopted are as follows: 


3% x 6, S & S rolled, 80-5; cut, 
Machine bolts, h. p. nuts, 36 x 4, 
larger or longer, 75-2/10. Ma- 
nuts, % x 4 & S, 75-2/10; 
Bolts without nuts, 6 in. and shorter 
P. coach screws, 


Common carriage bolts, 
80; larger or longer, 75-5. 
S & S rolled, 80-5; cut, 80; 
chine bolts with C. P. & C 
larger or longer, 75. 
extra 10%; longer lengths, extra 5%. 


75-2/10-5. Nuts, blank or tapped, h. p. square, 6.20; hexa- 
ae. Taw. ee & T square, 5.80; hex. % in. and up, 
7.30; smaller, 8.1. Cc. P. plain, square, 5.30; 


hexagon, 5.70. 
C. P., semi-fin. hex., % and up, 85-3/10; smaller, 85-2/10. 
WRoOuUGHT Pipe.—The demand for steel and iron tubu- 
lar goods in the first half of June was fully as heavy as 
in May, which was a very good month. It is likely a 
further advance in prices on galvanized pipe will be 
made at an early date. The discounts on iron and steel 
pipe given below are said to be firmly held. The follow- 
ing are the jobbers’ carload discounts on the Pittsburgh 
basing card in effect from June 1, 1915, all full weight: 
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Office of HARDWARE AGE, 
New York, June 12, 1915. 


HILE much is heard of prospects and better fu- 
ture business, current trade in this market is 
exceedingly moderate, aside from much wanted war 
material, which is being rushed night and day. The 
manufacture of munitions of war has already begun to 
hamper manufacturers of staple lines requiring expert 
machinists and tool makers, because of the demand 
by ammunition and other factories in which are being 
assembled high-class labor at attractive wages to in- 
crease capacity to the utmost. 

A favorable condition at present, which will count 
later, and is apt to be discounted soon, is the crop 
condition, all of which the Department of Agriculture 
reports above average, with one exception. The total 
acreage in cereals is given as 107,003,000 in wheat, oats 
and barley, or 7.5 per cent. above last year. The 
present prospects are for 1,000,000,000 bushels of wheat 
for which there will be a good market at high prices, 
even if the Dardanelles are opened and big stores of 
Russian wheat in the Black Sea district are released. 

Since the Government’s June 1 canvass upon which 
the crop reporting board predicted a 950,000,000-bushel 
wheat crop, which with good growing weather might 
reach 1,000,000,000 bushels, winter wheat is said to 
have generally improved, while spring wheat has pro- 
gressed satisfactorily. The composite condition of all 
crops June 1 was about 1.6 per cent. above a 10-year 
average, and of 22 crops reported upon, only one, sugar 
cane, was below its average condition. 

In the distribution of hardware in this section of the 
country immediate future prospects are not good. Re- 
tailers stocked up fairly well for the season as usual, 
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To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 
he above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher prices) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
May 1, 1915, are as follows: 


Lap — Steel Standard Charcoal Iron 
1% and 2 in............ - oi — OL De ch-w ae aMiats a2 
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3% and 4% in.......... 74 3% and 1%, Ms tiene ctae 62 
XS £ Ss SP Perry Ts 67 a & 2 rene eee 56 
4 ff Sa eae 64 





Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 

2 in. and larger, over 22 ft., 


10 per cent. net extra. 


10 per cent. net extra. 





but have not, as a rule, sold enough to warrant them 
in duplicating their orders. When buying later this 
is bound to count, as they have carried over many lines 
because of cool and unseasonable weather. This will 
make them conservative, and unless there is a change 
soon, will cause them to order more sparingly for fall, 
it is expected. First stock goods in distributors’ hands 
are usually quite well sold out by this time, but there 
is still enough on hand at present rate of business for 
the remainder of the season. 

On the other hand, if conditions change for the bet- 
ter because of an ending of the war or otherwise, there 
will be a considerable shortage of goods, so that rea- 
sonably safe buying necessitates considerable watch- 
fulness. 

Manufacturers using, for instance, spelter, brass and 
copper, are greatly perplexed. If they go ahead mak- 
ing up stock in anticipation of customary demands, and 
the war should end in the near future, the decline in 
some of the staple materials would leave them with 
high-priced merchandise on hand, while if they do not 
take the risk they are likely to lose sales. 

Many manufacturers have a problem on their hands 
owing to open contracts, which do very well ordinarily, 
but in the light of present conditions are not as 
specific as they should be had existing conditions been 
foreseen. Makers of some of the classes of war mate- 
rial, with binding contracts, where they have not ade- 
quately protected themselves as to raw material, stand 
to make losses. 

Bank clearings at the leading cities of the United 
States total $2,767,029,720 for the latest week, an in- 
crease of 5.1 per cent., as compared with $2,631,617,798 
of the similar week in 1914. 








June 17, 1915 


The value of building permits taken out for new 


construction in May, covering 82 leading cities in the | 


United States, was $73,738,163, compared with $73,- 
887,228 in 1914. This favorable condition is attributed 
mainly to New York, where the estimated expenditure 
is $23,667,120, a gain of 64.6 per cent. over $14,381,469 
in May, 1914. 7 


WIRE NAILS.—In some ways this trade seems to be a 
bit firmer in tone with the jobbers, probably because of 
a disposition among manufacturers to hold nails on a 
stiffer basis for goods wanted after the beginning of the 
third quarter. There has been, however, a little shading 
for June delivery on immediate specifications. The 
prospects are for a more rigid adherence to $1.60 base 
f.o.b. Pittsburgh after July 1. 


Wire nails out of store are on the basis of $1.90 per Keg. 


CuT NaAILs.—In the metropolitan district there is a 
slowing up in demand for both cut and wire nails, 
although jobbers and contractors are anticipating a 
better business later on in the season, because of more 
favorable prospects. The disposition at present is to 
go slow and buy only as compelled to. There are some 
export orders in hand for June and July shipments, 
and there are also more inquiries. 


Cut nails out of store are held at $1.90 per keg base. 


WINDow GLASs.—There is a little improvement in the 
demand, but hardly worth mentioning. Prices are 
firmer for AA and A grade glass, which is scarcer, while 
there is plenty of B quality and lower grades. 
tory prices are much stiffer because of a depletion of 
the best qualities, on which there are marked advances. 

More inquiries are coming in from abroad as buyers 
are becoming more interested in the renewals of stock. 
The very much higher prices for American glass have 
retarded the placing of orders until assortments must 
be replenished. : 

Window glass AA and A quality is quoted at 90 per cent. 
on single thick and 90 and 10 per cent. discount on double 
~~ glass, B grade and poorer quality, is quoted at 
90 and 15 per cent. on single thick and 90 and 20 per cent. 
discount on double thick, from jobber’s list. 

COPPER AND BrAss.—Manufacturers of copper and 
brass materials have withdrawn all prices, and 
schedules vary from day to day; always upward. The 
heretofore unheard of advances in spelter, vitally neces- 
sary as an alloy in making brass and very largely used 
for galvanizing purposes, is a chief reason for the in- 
crease. Quotations mean but little, because once made 
they are likely to be superseded quickly by still higher 
prices. 

A difficulty in expanding the production of these 
materials is to obtain the necessary equipment in rolls 
and other mill machinery, which will take months to 
supply. Obviously, also, there are physical difficulties 
in adequately increasing the output of spelter inci- 
dental to mining, smelting, etc. 


Merely to indicate the upward trend, sheet brass has been 
quoted at 26%c. base and brass wire and brass rods at 26 \c. 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, June 12, 1915. 


RANSACTIONS for the past week show a decided 

improvement over business reports that have been 

submitted recently, and while the total may hardly be 
classed as normal it is, to say the least, gratifying. 

Without question the wholesalers are shopping around 
for bargains, and are placing orders in substantial 
quantities for those goods on which advances seem prob- 
able. Many of the retailers show a similar disposition, 
so that orders are larger and more frequent. 

The buying that is being done now is not based whol- 
ly on the probabilities of an advance, however. Reports 
from many sections indicate that the crop conditions are 
very favorable and that within the next forty days some 
of the farming communities will be in a position to buy 
in good quantities. Naturally the merchants in such 
communities are preparing to care for the demand, as 
is the wholesaler to care for the retailers’ orders. 

Traveling salesmen are securing very satisfactory or- 
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base per pound. Seamless brass tubing has reached 30t¢c. 


base per pound. 
Copper is normally 25c. and seamless copper tubing 28c. 
base per pound. 


The demand for these materials is enormous and it 
is impossible to buy brass for future delivery at any 
reasonable price. 

Bare copper wire, carlots, mill shipments, is 21%c. base 
per Ib. 

LINSEED OIL.—Oil is being sold at as high prices 
as is justified by the seed market in the Northwest, 
and we are at about the culmination of a period of 
speculation covering the past four or five weeks in seed. 
Prices are becoming unstable because of the extreme 
fluctuations in seed, the markets lately having moved 
both ways, but the present tendency of seed prices is 


. downward. 


Linseed oil, raw, city brands, is 67c. for five or more bar- 
rels and 68c. per gallon for less than five barrels. 

State and Western oil ranges at from 63c. to 64c. in car 
loads and 64c. to 66c. per pound for smaller quantities. 

Rope.—This trade is about on the same level that 
has prevailed for several weeks. The Manila hemp 
market is firm, although there is but slight interest 
exhibited among cordage manufacturers as to raw 
material at present. The most serious factor in this 
line is still the difficulty of transporting material from 
the Philippines because of decreased ocean-going 
tonnage. 

The sisal situation is still complicated, there being 
comparatively small sales at high prices. There is sisal 
enough in Mexico, it is said, but the planters in Yuca- 
tan want United States gold, which American buyers 
are prepared to pay, but the revolutionists want the 
gold and are asking the growers to accept worthless 
fiat money, which is being so readily printed by the 
different factions. 

It is believed that the International Harvester Com- 
pany is now pretty well supplied with raw sisal to 
make into binder twine. 


Prices for rope are still as they have been for several 
weeks based on 1l13c. per lb. for first grade Manila and 9c. for 
first grade sisal to average buyers. 


NAVAL STORES.—Naval stores are lower, the local 
markets sympathizing with the sagging in Savannah, 
where the arrivals are heavy and the demand light. 
The efféct is to compel a diminution in prices for tur- 
pentine and rosins, which are practically steady. Cli- 
matic conditions have improved for more actual con- 
sumption, but buyers are taking turpentine in but small 
quantities. 


Spot turpentine, in yard, is quoted at 42c. per gallon. 
Rosins are nominally steady with some irregularities and’ 


shading. 
Common to good strained, on the basis of 280 Ib. per bbl, 
is $3.20 and D grade $3.50 per bbl. 


GALVANIZED Goops.—Sargent & Co., New Haven, 
Conn., and New York, announce that because of the 
greatly increased cost of spelter (which is from 500 
to 600 per cent. higher, approximately, than a year 
ago and going up) they have been obliged to make an 
advance, effective June 8, of 20 per cent. in prices of 
all galvanized goods they manufacture. 





ders for goods for fall shipment, particularly for goods 
in which spelter is used. Galvanized coal hods, stove 
boards and many similar articles are receiving close at- 
tention at this time, and it seems probable that advanc- 
ing markets for other steel manufacturers will bring 
in increased orders. 

Prices are advancing steadily in many lines. It is un- 
derstood that wash boilers, both tin and copper, will be 
advanced shortly, and the same thing is true of many 
articles in the same class as to manufacture. 

General reports are to the effect that collections are 
satisfactory. 


Wire Naits.—The orders for the last week are re- 
ported to be heavier than for some time. The demand . 
is still below normal, but the market is firm at quoted 
prices. We quote wire nails, f.o.b. Chicago, as follows: 
Papibek awed cea $1.739 to $1.789 


1.789 to 1.839 
1.889 to 1.939 


Carloads to jobbers 
Carloads to retailers 
Less than carloads to retailers...... 
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Barsp WIRE.—The demand for barb wire continues ex- 
cellent, and it is understood that some interests, due to 
the spelter situation, are not seeking business in this 
product very aggressively. We quote barb wire, f.o.b. 
Chicago, as follows: 


Carloads to jobbers, painted............. $1.739 base 
Carloads to jobbers, galv............... 2.539 base 
Carloads to retailers, painted............ 1.839 base 
Carloads to retailers, galv............+.-. 2.589 base 


An additional advance of 10c. for less than carloads. 


STAPLES.—We quote staples, bright, at same prices, 
as painted barb wire. Galvanized staples are quoted at 
same prices as galvanized barb wire. 

FENCE WIRE.—The demand for wire for manufactur- 
ing purposes is very good. For wire fencing an in- 
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creased demand, doubtless due to the belief that galvan- 
izing costs will increase, is reported. We quote fence 
wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed................ $1.539 
Carloads to jobbers, galvanized.............. 2.339 
Carloads to retailers, annealed............... 1.589 
Carloads to retailers, galvanized............. 2.389 


An additional advance of ten cents for less than carloads 
to retailers. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process linseed oil: 


a a 60c. 
gE i lg a gh GP aR OT RP Ura ert 61c. 
ae es I OE, oe ie pode ce eweicnec cet 62c. 
cee en etcéenene 63c. 
rr rr oe er ee cee eeieasvedeae 64c. 
Ree Gea BT a oe UP eed wes cceciens 65c. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, June 14, 1915. 


ix HE retail hardware trade in this city reports an im- 
provement in business, which was somewhat unsat- 
isfactory for two or three weeks because of the unsea- 
sonable and rainy weather. Wholesale business with 
the country merchants is somewhat slow, this being 
partly attributed to the recent weather conditions and 
also to the fact that collections with the country mer- 
chants are not very good. 

Interest in the trade is centered on the price situation 
in sheets and various products that are affected by ad- 
vancing metal prices, including all galvanized products 
and those affected by change in prices on lead, copper 
and brass. Some jobbers are still selling galvanized 
sheets at 4.25c., base, for No. 28, owing to the low- 
priced contracts they have with mills that expire July 
1. Mills, however, are asking prices up to 5.50c. Black 
sheets are not firm, and are being sold from 1.70c. to 
1.85c. for No. 28. Several Ohio mills are preparing to 


make long terne sheets as a substitute for galvanized, 
and others are offering lead-coated sheets for the same 
purpose, but consumers are slow in trying out the sub- 
stitute, preferring so far to pay higher prices for gal- 
vanized. Some users are substituting painted black 
sheets for galvanized, and this has caused an increase 
in the demand for black sheets. The advance in prices 
of galvanized, copper and brass goods has resulted in 
curtailing orders for these products. Orders placed 
with jobbers for sheet zinc are in unusually small lots 
because of the high price. 

Builders’ hardware is in a fair demand, and the out- 
look in this line is unusually promising, owing to the 
large amount of building work coming out. Permits 
were issued in Cleveland during May for 118 brick and 
24 frame apartment houses, amounting to over $2,000,- 
000. This large increase in the normal number of apart- 
ment house-permits was due to the fact that builders 
hurried to take out permits before the change in the city 
building code went into effect June 1. 





Program for theSt. Paul Convention 


HE sixteenth annual convention of the National 

Retail Hardware Association will be held at St. 

Paul, Minn., June 22-25, with headquarters and 
meetings at the Saint Paul Hotel. 

It will be noted that throughout the entire con- 
vention much time will be devoted to a general dis- 
cussion of business and organization problems in 
which every delegate will be interested. It is be- 
lieved that such a series of heart-to-heart, straight- 
from-the-shoulder, broad-vision exchanging of views 
on nation-wide trade matters in which all may have 
a part, will prove of far-reaching value not only to 
everyone present, but to every member of the state 


organizations which they represent. Written sug- 


gestions of subjects which should have consideration 
in these discussions should be presented to the sec- 
retary as early as possible. 

At the meetings speeches will be made by Jesse A. 
Gregg, president American Iron, Steel and Heavy 
Hardware Association; George W. Mason, president 
Minnesota Retail Hardware Association; E. E. 
Mitchell, president National Retail Hardware As- 
sociation; C. H. Williams, former president Na- 
tional Retail Hardware Association, and other 
prominent men. 

Entertainment Program 

Along with their efforts to make this the most 
successful business convention, the Minnesota hosts 
have not forgotten to plan also for the periods of 
relaxation and the constant pleasure of the ladies. 

On Tuesday evening a general reception will be 
held in the Palm Room of the St. Paul Hotel. The 
Imperial Quartette, said to be the best organization 
of its kind in the Northwest, will render operatic 
and other selections, while instrumental music will 
be provided and a floor will be available for dancing. 


There will also be tables for those who desire to play 
cards, and light refreshments will be served. 

On Wednesday the ladies will be entertained at 
Wildwood, a popular summer resort, on the banks of 
White Bear Lake. A special car will leave St. Paul 
for Wildwood. Luncheon will be served, and there 
will be boating, fishing, bathing, etc. 

Starting at 4 p. m., the entire party of delegates 
and guests will be given an automobile ride through 
Como Park, one of the most beautiful in the coun- 
try; along River Drive, past Fort Snelling, Minne- 
haha and the Lakes in Minneapolis. It is said a 
more attractive automobile drive may not be had 
anywhere in this country. 

A theater party has been planned for Wednesday 
evening with specially prepared attractions which 
will be interesting to all delegates and visitors. 

On Thursday forenoon there will be a shopping 
tour for the ladies in charge of the Ladies’ Commit- 
tee, when an opportunity will be extended to visit 
one or more of the half dozen fur manufacturing 
establishments of St. Paul, the greatest fur market 
in the United States; as well as to see the large and 
beautifully arranged stores of the Twin Cities. 

Thursday afternoon the ladies will be entertained 
at the St. Paul Town and Country Club, with 
bridge and tea. This club is most beautifully located 
on the banks of the Mississippi River, near the great 
high power dam. 


Ancient Order of Matador 


Thursday evening the men are invited to attend 
a meeting of the Ancient Order of Matador, at 
which will be exemplified an initiation service of a 
number of candidates into the thirty-fourth degree 
of this old and honorable organization. This high 
degree will be conferred at the order’s rooms in the 
Ryan Hotel. 



































MAKING OF 


BY A. F. MUELLER 





AN ANGLE BOOT 



















































































Profile of IT. 








#32! 765 4 





Fig. 5. 





Fig. le. 


A’ B” 








Diagram of Half Sections. 


Fig. 6. Pallern for IT. 





A. — 





—_ 


Patterns for making an angle boot 


HIS fitting in furnace work is used where the 

T stack is close to the furnace and particularly 

when it is connected to a first floor register. 

Figs. 1 and 2 are the front and side elevations and 

the fitting is composed of three pieces, of which the 

two end pieces are developed by the parallel line 
method and the middle piece by triangulation. 

Lay off the width of the narrow side of the stack, 
as at I, continuing the line A-1 indefinitely, for the 
backs of the pieces I and II are as a usual thing in 
line. Locate the throat, as at B, between the two 
upper pieces, and from this point draw the line B-p 
indefinitely at the required angle. Bisect the angle 
c-B-d in the usual manner as is shown in the draw- 
ing and draw the miter line A-B. From some point 
on B-p draw a perpendicular equal in length to the 
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diameter of the round end, as p-o. From o draw a 
line parallel with B-p, intersecting 1-A at 1, and 
from 1 draw a line parallel with o-p to B-p, as 1-7. 
which line will represent the miter line between II 
and III. Bisect 1-7 and on a line drawn at right 
angles from 4 describe the profile of the round piece, 
and as the fitting is made of two similar right and 
left parts, space one-half of the profile into a num- 
ber of equal spaces and project the points, at right 
angles to 1-7 in Fig. 2 to this line, 1-7. 

At right angles to III draw a line and place on it 
twice the numbered spaces in half of the profile for 
III, and from the two extreme points draw perpen- 
diculars to intersect a continuation of the line 1-7, 
and the rectangle thus produced will be the net pat- 
tern for III, as in Fig. 4. On the ends add material 
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for a grooved seam, a section being shown in Fig. 
12, and on the upper side material to make a seam, 
as shown at 1° and 7°. 

On account of space, only half the pattern for the 
piece I has been developed as in Fig. 3. Lay off the 
half stretchout and to corresponding lines project 
the miter points A, B, a, b. Connecting the points 
and adding material for a grooved seam on the ends, 
a section being shown in Fig. 11, and material to 
form the seams, as at A°° and B°° on the mitered 
edge, will complete the half pattern for I. | 

In Fig. 2 draw lines from the points 1 to 4, to A, 
and from points 4 to 7, to B; these lines are all 
foreshortened and do not show their true lengths in 
this view. So a diagram of half sections is con- 
structed, as in Fig. 5, to find the true lengths. Place 
on any straight line, at A-1-4, the lengths of the 
lines just drawn in II, measuring from A in Fig. 5 
those lines terminating in A in II, and from B those 
lines terminating in B, and from the ends erect per- 
pendiculars. Make each of these perpendiculars 
equal in length to the length of the half sections in 
the profile at III. As the line of perpendicular from 
2 is made equal to 2-2’ in the profile, the line from 3 
equal to 3-3’, etc., then lines connecting the ends of 
the perpendiculars will be the true lengths of lines 
of the same letter and numbers in II. 

In Fig. 6 draw a line A-A° equal in length to the 
long sides of the stack, and either bisect this line 
and erect a perpendicular a-1 equal to a-1 in Fig. 2, 
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to locate point 1, or from A and A° describe arcs 
whose radius is A’-l1 in the diagram, to locate 1. 
From A and A° describe a series of arcs whose 
radii are the true lengths in the diagram ending in 
A’. From 1 and with the length of the spaces in 
the profile, step from arc to arc, as numbered, lo- 
cating the points 2, 3, 4. From 4 and with the 
radius 4’-B’ in Fig. 5, intersect arcs from A and A°, 
whose radius is the length of the miter line A-B, 
locating B and B°. From these two last points de- 
scribe a series of arcs, with the true lengths that 
terminate in B’ in the diagram as radii, and locate 
the points 5, 6 and 7 by stepping from arc to are, 
beginning at 4, in the same manner as described 
above. From 7 and with the radius 7-b in Fig. 2, 
intersect an arc whose radius is half of the length 
of the long side of the stack, as A-a in Fig. 6, locat- 
ing b and b°®. Connecting the points and making the 
necessary allowances for seams and joints will com- 
plete the pattern for the piece II, as shown in full 
in Fig. 6. 

In Figs. 7 and 8 are shown the seam or joint slips 
or cleats to make the connections between the boot 
and the stack. The front of the cleat is cut on a 
slant so that the stack will not enter the cleat on 
all the four sides at once, but after being started 
at the high point will gradually slip into place. One 
right and one left, as Fig. 7, and one left, as 
Fig. 8, are necessary for a set to make a joint. 
Figs. 9 and 10 are the patterns for Figs. 7 and 8. 





Well-Known Traveling Man Dead 


OHN FRANCIS SEARLE, of the Wright Wire 
Company, died suddenly at his home in Worces- 

ter, Mass., on the morning of June 5, from heart 
disease. Mr. Searle was one of the best known 





The late John Francis Searle 


traveling men in the hardware business, having 
traveled in the New England States, the South and 
the Middle West for about twenty-five years. Mr. 
Searle held trade on the books of the Wright Wire 
Company that was there before he entered its em- 
ploy, and also new customers that he made, from 


the very beginning to the time of his death. He 
was regarded throughout the trade as a‘man of 
strict honesty and sterling character. 

He was born in Grafton, Mass., November 5, 
1839, son of Uriah and Tabitha (Hall) Searle. His 
ancestors for a number of generations were resi- 
dents of New England, principally of Massachusetts, 
where his greatgrandfather, Andrew Searle, and 
his grandfather, James Searle, spent their entire 
lives. He was educated in the public schools of 
Grafton, in which town, during his early manhood, 
he held a conspicuous position among its influential 
and leading citizens. 

Loyal and patriotic, he felt it his duty to enlist 
in the Union Army soon after the breaking out of 
the Civil War. He enlisted in the Fifty-First 
Massachusetts Regiment, Volunteer Infantry, and 
served nine months, mostly in North Carolina, 
where he participated in several engagements, in- 
cluding the battles of Kingston, Whitehall and 
Goldsboro. At the expiration of his time of enlist- 
ment he joined the First Regiment of Heavy Artil- 
lery of Massachusetts, stationed at Fort Warren, 
Boston harbor, from 1862 to 1865. 

Returning home, Mr. Searle resided for a time 
in Grafton, and for twelve years he was postmaster 
of that town. In 1876 he was elected a representa- 
tive in the General Court and served his constitu- 
ents with ability and fidelity. 

In 1877 he entered the employ of George C. Whit- 
ney, of Worcester, manufacturer of valentines, for 
whom he traveled thirteen years. In 1889 he be- 
came connected with the Wright Wire Company. 

He was a member of G. H. Ward Post 10, G. A. R.., 
Past Master of Franklin Lodge F. and A. M., and 
Knights of Malta. He was also a director in the 
Wright Wire Company. 

Mr. Searle was married September 3, 1865, to 
Emeline R., daughter of John Searle, of Wilton, 
N. H., who survives him, together with a daughter, 
Mrs. Minnie E. Wright, wife of George M. Wright, 
president of Wright Wire Company and Mayor of 
Worcester, and a step-son, Harry W. Searle. 
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Sill Catch Cuts full size Sill Staple 


STANLEY IMPROVED WROUGHT 
STEEL GRAVITY BLIND 
HINGES FOR WOOD 


These hinges lock the blind by the action of gravity, and being 
made from heavy gauges of wrought steel, will not break. 

They are operated in the same way as the cast iron hinges in 
common use. To close the blind it is only necessary to lift the 
blind slightly and swing it around. 

All parts of the hinges are interchangeable; that is, the top 
hinges are the same as the bottom; they are reversible and can be 
used either right or left hand. The advantages of this simplicity of 
construction and application are apparent. 

They are applied in the same manner as those ordinarily in use, 
and require the same number and size of screws. 

Packed one dozen sets in a box and ten dozen sets in a case. 

Furnished in Plain Steel and Stanley Sherardized finish which is 
as good a protection against rust as it is possible to obtain. We 
guarantee that Stanley Sherardizing will stand a more severe test 
than the U. S. Government requires for its galvanized work. 


Our Exposition booth is in Palace of Manufactures, Block 26, corner of 
5th St. and Ave. D. *Call and see us. 


See page 33 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New “Corco” Ash Cans 


The Wheeling Corrugating Com- 
pany, Wheeling, W. Va., has recently 
placed upon the market the “Corco” 

















The “‘Corco” ash can 


ash cans, which are made from extra 
heavy stock and electrically welded 
throughout. It is stated that the side 
seams, top and bottom, reinforcing 
hoops and side handle clips are all ex- 
ceptionally well united, becoming 
practically one piece. 

The company claims that the verti- 
cal corrugations give triple strength 
to the sides and insure easy emptying, 
and that, being galvanized after 
formation, insures the cans against 
leakage and the tight fitting covers 
prevent disagreeable odors. The heavy 
drop side handles are attached to the 
can bodies by electrically welded clips, 
making it impossible for them to be 
stripped off. ; 

The top rims or hoops are welded to 
give strength and durability to the 
cans. The bottom hoops of bar steel 
raise the bottoms of the cans from the 
ground, and the special covers with 
wide flanges are slightly tapered, 
making them fit tightly. The “Corco” 
ash cans are made in three sizes. No. 
515 measures 15 by 26 inches and has 
a capacity of 18 gallons, while No. 518 
measures 18 by 26 inches, with a ca- 
pacity of 27 gallons. The largest size 
is No. 520, which measures 20 by 26 
inches. This latter can has a capacity 
of 34 gallons. 


Three New Louden Catalogs 


The Louden Machinery Company, 
Fairfield, Iowa, has published three 
new handsome catalogs which illus- 
trate and describe the Louden litter 
feed and merchandise carriers, the 
Louden hay unloading tools, barn door 
hangers and specialties and the Lou- 
den line of dairy barn equipment. 
Another publication of the Louden 
company is entitled “Louden Barn 


Plans.” This is an attractive book- 
let, profusely illustrated, containing 
many plans for barns which are orig- 
inal designs produced by the com- 
pany’s architectural department. The 
foreword of this book states that “this 
book is published with the view of aid- 
ing the farmer and dairyman in build- 
ing his barns so they will properly and 
economically answer the purpose for 
which they are intended.” All of this 
series of Louden booklets are bound 
with attractive colored covers, and 
they are exceptionally well arranged 
and printed. 


New Standard Angle- Base 
Fruit and Lard Press 


The New Standard Hardware 
Works, Mount Joy, Pa., is manufac- 
turing a new angle-base fruit and 
lard press, which is a convenient 
press for household use. It is stated 
by the company that the angle base 
insures quick drainage and prevents 
the press from twisting off the table 
when in use. This press is attached 
to the table by two table clamps 
which are cast integral with the main 
base. 

It is also pointed out that, with the 
labor saving pressure bar it is not 
necessary to start at the top of the 
upright threaded rod and go all the 
way down to secure pressure at the 
bottom. By means of a simple latch 
device it can be split at the center and 
attached or detached at any place. 

The perforated cup has a bottom. 
It is easy to refill, there being no 
danger of the contents dropping out 
or scattering over the press when it 
is removed. Dripping is prevented by 
the extra long, over-hanging spout. 
A strainer or receptacle can be hung 
on this for re-straining or catching 
the juice. 

For sausage stuffing the large plate 
on the sleeve is used. The perforated 
cup is removed and the stuffing spout 
is fastened to the base. After this the 
press is ready for use. The company 
states that all parts of this machine 
are accessible and that they are dou- 
ble-tinned, giving them a bright fin- 

















The New Standard angle-base fruit and 
lard press 


ish. They are guaranteed to be rust 


proof. These presses are made in 2 
and 4-quart sizes only. 
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Economic Bench Supports 


The Economic Steel Rack Company, 
Jamaica Plain, Mass., is manufactur- 
ing the Economic bench supports, 
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The Economic “sit-down” floor legs 


which are indestructible and reduce 
fire hazards. They are made in two 
styles, floor leg and wall bracket, and 
are furnished with or without strips 


to which the top is attached. The 
floor legs are furnished in two 
hights, “stand-up” and “sit-down.” 


They are 36 inches and 30 inches high 
respectively, with 1%-inch attach- 
ing strips and a l-inch top. 

The company also furnishes a floor 
post for use where space is limited 
and a brace for use when additional 
stiffness is required. The wall 
bracket is furnished in one size only 
and it is so constructed that it may 
be easily fastened behind steam 


pipes. 
The “Fenden” Horse Mower 


The F. & N. Lawn Mower Com- 
pany, Richmond, Ind., is offering a 
new horsepower mower known as the 
“Fenden” horse mower. This mower 
has been devised with the idea of 
meeting the demand for a_ horse 
mower that will combine strength of 
construction, together with long life 
and ease of operation. 

There are several new and indi- 
vidual features in the construction of 
this mower. An instantaneous change 
of cutting hight is provided by means 
of a lever operated by the driver. 
This enables the operator to easily 
raise or lower the blades of the ma- 
chine over stones and obstructions 
without stopping the horse or leaving 
his seat. This mower is also pro- 
vided with an arrangement whereby 
the revolving cutters and the bed 
knife may be quickly and easily de- 
tached from the mower without in 
any way affecting the frame or the 
mower proper. This feature enables 
one to substitute a sharp set of cut- 
ting units for the dull ones and elim- 
inates the trouble and expense of. 
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For Folding Sliding Doors in 
Churches, Schools or the Home 








For No. 235 Right Angle 
Doors in Garages 











For No. 435 Folding Sliding 
Doors in Garages 


A 
Hanger 
for any 

door 
that 
slides 











For Parallel Sliding Doors in 
Garages 


Ri chards- Wilcox 


MANUFACTURING Co.- 
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One Style 
of Track 


can be used on all these 


Sliding Doors 


There is a big advantage to you 
in being able to sell the same 
style track for use on a variety of 
jobs. 


It avoids the necessity of carrying 
a small stock of track for each class 
of building, and buying at the small 
order price. 


R-W Trolley Track 


for barns has long been the standard. 
For garage work, No. 235 Right 
Angle Doors; No. 435 Sliding Fold- 


ing Doors. 


For parallel doors in garage or 
barn work. Its adaptability to 
parallel door work makes this 
style track very desirable to 
stock. 

For Sliding Accordion Fold- 
ing Doors in church, school and 
the home. 

Remember—this one style of 
track can be used on all these 
sliding doors. 








For Barn Doors 
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sending the mower to the repair shop 
when only the cutters are dull. 

Another feature is the width of the 
bed knife. This knife is extra. wide 
and permits a large plane of adjust- 
ment, insuring long wear and life. 
A point appealing to the user is the 
frame construction. There is a solid 
steel front and back girth, which is 
perfectly machined and fitted into the 
heavy iron side plates. This holds 
the frame securely in a most rigid 
manner under exacting conditions. 
All the blades used in the “Fenden” 
horse mower are of special quality 
vanadium, crucible steel, hardened 
and given a cold chisel temper. 


Moore Self-Winding Clothes 
Line 

The Moore Drop Forging Company, 

Springfield, Mass., is placing upon the 

market the Moore self-winding clothes 

line, which is a_ small, compact, 























The Moore self-winding clothes line 


weatherproof reel, upon which is 
wound more than 100 feet of the best 
white clothes line. This reel auto- 
matically winds and unwinds. The 
company states that it is free from 
dust and dirt and that it is protected 
against the weather, even if it is left 
out in the rain. 

This reel is hung on a post, a fence, 
or any other convenient object. The 
line is pulled out as it is wanted, and 
fastened to a post. When taking the 
line down the reel automatically winds 
it up. 

The Moore self-winding clothes line 
and reel is priced at $3.50. With each 
one the company furnishes two sets of 
screws. The reel is held in place by a 
flat head screw at the top and a hook 
screw at the bottom. When the rope 
which is supplied with this reel be- 
comes worn out, new rope may be put 
in easily. No lubrication is neces- 
sary, with the exeeption of an occa- 
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The “Fenden” horse mower 


sional drop of oil or a little soap on 
the curved rod which holds the small 
pulley wheel in the front of the case. 


“Hercules” T Tap Wrench 


The F. E. Wells & Son Company, 
Greenfield, Mass., has brought out an 
improved type of ratchet T tap 
wrench which it has named the “Her- 
cules.” An important new feature of 
this tool is that the forged jaws are 
in four pieces, instead of the two 
pieces generally used, which reduces 
the likelihood of breakage. 

The sliding handle is knurled at 
each end to give a better grip. This 
type of wrench is useful in places 
where the operator is cramped, the 
full sweep of the handle being impos- 
sible. The handle either locks in the 
central position, forming a solid head 
wrench, or it may be slid along so that 
one end is longer than the other, con- 
stituting a right or left-hand ratchet. 




















The “Hercules” T tap wrench ~“* 


The fit of the handle is so snug that, 
once adjusted to position, it will stay 
there without slipping. 

The “Hercules” wrench is packed in 


an individual box and then 12 of the 
No. 1, or 6 of the No. 2 size are placed 


in a pasteboard carton. 

















New 6-inch, slip-joint, crimp edge eaves trough, placed on the market by the Mil- 
waukee Corrugating Company 


New Caloric Junior Fireless 
Cook Stove 


The Caloric Company, Janesville, 
Wis., has placed upon the market a 
new fireless cooker. The entire cooker 











The new Caloric Junior fireless cook stove 


is set upon the fire, the soapstone 
being concealed in its base. When 
the cooker becomes hot enough the 
fire can be turned out and the cooker 
placed on one side on an asbestos 
mat, which is furnished for that pur- 
pose. 

It is stated that this construction 
does away entirely with soapstones, 
and gives extra room in the cooking 
compartment. The entire stove is 
made of metal, the well inside being 
of aluminum, welded. This stove is 
styled the Caloric Junior fireless cook 
stove. 

The company is also manufacturing 
another Caloric Junior, but instead of 
being heated by gas this style has an 
electric heating unit which consumes 
about 5 cents worth of electric current 


in 2 hours.’ 


Slip Joint, Crimp Edge 
Eaves Trough 


The Milwaukee Corrugating Com- 
pany, Thirty-sixth avenue and Burn- 
ham street, Milwaukee, Wis., manu- 
facturer of 3%, 4 and 5-inch crimp 
edge eaves troughs, has placed upon 
the market a 6-inch size crimp edge 
eaves trough, in 10 and _ 12-foot 
lengths. This eaves trough is made 
from galvanized sheets, either slip or 
lap joint, and has the advantage of 
being rigid and strong. The crimp 
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Warren Hardware Fixtures 


There is something so gloriously attractive about a store furnished 
with Warren Fixtures. 












You have that feeling as if you had just been “Cordially invited 
to attend — 


The stock is not only well sampled, but is so 
instantly accessible as to make purchasing an 
agreeable surprise. 


Warren Fixtures are made in several distinctly different designs 
or made entirely to order as you choose. 


Catalgs 65 and 215 mailed on request 


J. D. WARREN MFG. COMPANY, Chicago 


Eastern Display Room: 253 Broadway, New York 
The Largest Manufacturers of Hardware Store Fixtures in the World 
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edge also prevents the hangers from 
slipping. 

The company claims that the 12- 
foot lengths, made without a cross 
seam, are as easy to handle as the 
shorter pieces and that they effect 
a considerable saving in the cost of 
putting them on. 


A New Line of Juvenile 
Automobiles 


The American Metal Wheel Com- 
pany, Toledo, Ohio, is marketing a 
new line of juvenile automobiles styled 
the “American.” One of these auto- 
mobiles, the “Broadway Special,” is 
shown in the accompanying engraving. 
The body of the “Broadway Special” 
measures 15% by 48 inches. This 
model is finished in automobile drop 
black and it is striped in gold bronze. 
It has an upholstered seat; a real fore 
door, an adjustable windshield, a per- 
forated radiator, and it is also supplied 
with an emergency wheel. 

The radiator and bonnet are trimmed 
with nickel and the steering rod is 
tinned. The steering wheel has a wood 
rim and it is finished in mahogany. 
The hubs have nickeled artillery hub 
caps and the fenders are black-enam- 
eled steel. 

The wheels of the “Broadway Spe- 
cial” are of the wooden artillery type. 
They measure 14 by 5/7 inches and 
they are fitted with rubber tires and 
finished in automobile red. This vehi- 
cle is equipped with an inside self- 
starter. The “Broadway Specials” 
are packed one in a crate and weigh 
120 pounds. Lamps and horns are sold 
at an extra charge, and %-inch rub- 
ber tires may be had for this style ve- 
hicle at an additional charge of $1.20 
to the list price, which is $38. 


Star Fly Paper Holder 


The Star Specialty Mfg. Company, 
227-233 West Erie street, Chicago, 
Ill., is marketing a new specialty 
which, it is stated, should find a ready 
sale during the summer months. This 
article is a flypaper holder, designed 
to prevent “Tangle Foot” and similar 
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The “Broadway Special” a juvenile automobile, made by the American Metal Wheel 
Company 


flypapers from being blown about by 
a draft of air or the breeze created 
by a fan. 

Other advantages claimed for this 
device are that the paper can be 











The Star flypaper holder 


moved from place to place very easily 
and that the papers can be hung up, 
being kept entirely out of the way. 

This flypaper holder is made of 
sheet metal, enameled in black. As 
may be noted from the accompanying 
illustration, the flypaper is held in 
place with wire at each end and it 
can be released without being touched. 
This holder retails for 15 cents. 

















The Henderson sharpening 


machine for safety razor blades 


Henderson Razor Blade 
Sharpening Machine 


The Henderson Machine Company, 
Cincinnati, Ohio, has brought out the 
Henderson razor blade sharpening 
machine, which the company states 
will give an 18-inch, diagonal stroke to 
a razor blade each time it comes in 
contact with the finishing rollers. The 
pressure is applied gradually from 
zero to the maximum and then gradu- 
ally diminishing to zero again. 

It is stated that there is no possi- 
bility of overstropping a razor blade 
with this machine. If it is left run- 
ning it will stop automatically when 
the blades are sharp. The holders are 
suspended from a _ suspending bar 
and they adjust themselves automati- 
cally to the conveyor. The blades, as 
they are being sharpened, can be re- 
moved and replaced while the machine 
is running without any danger of cut- 
ting or spoiling the rollers. 

The Henderson machine measures 
30 inches in length, 18 inches in 
width and 18 inches in hight. It 
weighs about 125 pounds. It holds 8 
blades and will sharpen as fast as 
the blades can be fed into it. It is 
stated that with this machine all 
styles of safety razor blades can be 
sharpened, even if they are in bad con- 
dition. 

A half-dozen or more blades can be 
placed in the machine, which can be 
left while a clerk is attending to his 
other duties. The machine requires 
an amount of electric current equal to 
a 16-candlepower lamp. 

A grinding attachment is also sup- 
plied by the company for use with the 
Henderson machine. This sharpening 
apparatus is readily attached to the 
machine, the entire mechanism being 
housed in a polished aluminum casing. 
Each attachment is equipped with a 
earborundum wheel and a _ clutch 
mechanism for engaging and disen- 
gaging the attachment. 
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You can not founder when you rely on the security they afford. 





VULCANS BEACONS 
The unfailing The unfailing 
C-CLAMPS SEA LAMPS 
for for 


machine service marine service 








Will benefit you—for they Mean Service 


The Williams’ line offers a selection to fit your every need. 


Pe ee 





Machinist’s Clamps Agrippa Clamps Light Service Clamps Tool Makers’ =e Strap Clamps 
Capacities 14%4”-4%4” Capacities 54”-18” Capacities 0”-12” Capacities 0”- Six Classes 
Exhibitors at Panama-Pacific Exposition J. H. WILLIAMS &:°CO. Western Warehouse: 
Your call will please us. 57 Richards St Brooklyn, N. Y. Chicago, Ill. 








“Inspected and 
Passed” 


Four generations 
of Americans have 
passed on Pexto 
tool quality. 


Pass it on yourself— 
it’s good through and 
through and 


‘*‘Made in America’’ 


ThePeck, Stow & Wilcox Company 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ 
& Sheet Metal Workers’ Tools & Machines, 
Builders & General Hardware. 


SOUTHINGTON, CONN. CLEVELAND, O. 





Your customers are 
interested in sal- 
ability and profit. 
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Ford-Nu Products 


The Ford-Nu Products Company, 
Los Angeles, Cal., is manufacturing 
the Ford-Nu products, which include 
a body varnish, a black enamel and a 
top dressing. Ford-Nu body varnish 
is put up only in one pint, round, fric- 
tion top cans. It is designed to meet 
the demand for an article with which 
an amateur can paint his car. It 
will dry over night, giving a rich 
luster. These products are packed in 
sets of three or sold singly as desired. 
Ford-Nu sells for $1. 

The Ford-Nu black enamel is a fine 
quality enamel for refinishing lamps, 
hoods, radiators, windshields, axles 
and all parts that have become rusty 
or where the black enamel has come 
off. This will dry over night and 
gives a rich gloss. It can be applied 
by anyone in the same manner as 
paint. The black enamel is priced at 
75 cents. 

The Ford-Nu top dressing is a high 
grade coating for a Ford top that will 
waterproof and preserve it. The com- 
pany states that the Ford-Nu top 
dressing will increase the life of the 
top and make it look new and attrac- 
tive. This product is also applied like 
paint and it dries over night. It is 
listed at 75 cents. 


Bowen Ford Specialties 


The Bowen Mfg. Company, Auburn, 
N. Y., is manufacturing the Bowen 
standard compression brass and steel 
grease cups, with wing caps, leather 
packed grease cups, leather packed 
grease cups with wing caps, “De 
Luxe” grease cups, invisible ratchet 
grease cups, spring bolt lubricating 
attachments, spring shackle bolts, lid 
oil cups, elbow oil cups, mushroom oil 
cups, ball oil cups, automatic gasoline 
separators, tees, unions and elbows 
for gasoline and air pipe lines. The 
company also manufactures quite an 
extensive line of specialties for Ford 
cars. 


The “Stewart” Garage 
Heater 


The Fuller & Warren Company, 
Troy, N. Y., is marketing the “Stew- 
art” garage heater, which will pro- 
vide warmth for the garage as well as 





MOTOR ACCESSORIES 





a -upply of hot water for washing 
ihe car and for other purposes. The 
heater here illustrated, the company’s 
style B, is provided with a tank hav- 
ing a cover and faucet, and is espe- 
cially adapted for use where it is not 
possible or convenient to have run- 
ning water. 

The construction is of cast iron 
with the exception of the body, which 
is of heavy rust-resisting sheet iron. 
The heater has an all-cast iron re- 
turn flue, which increases the effective 
heating surface, gives complete con- 
-trol and tends to promote perfect com- 
bustion. The grates are of the tri- 
angular type, operating very easily 
and insuring a bright, clean fire. 

Where wood is used for fuel a wood 
plate is furnished by the company at 
a slight additional cost. For coal a 
self-feeding magazine is_ provided, 
which will keep a steady fire going 
from 24 to 48 hours. The ash pit in 
the heater here shown is very large, 
with the bottom sunk so as to per- 
mit the use of an ash pan of unusual 
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The “Stewart” garage heater 
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capacity. The body of the heater is 
drilled for a water heater connection 
and securely capped so that if such an 
arrangement is desirable at any time 
it can be easily made. The style of 
garage heater shown here is made in 
3 sizes, with the inside diameter of 
the fire part ranging from 15 inches 
to 19 inches. 


“Vacuum Cup” Mileage 
Guarantee 


Announcement is made by the 
Pennsylvania Rubber Company, 
Jeannette, Pa., of a substantial in- 
crease in the guaranteed mileage of 
its “Vacuum Cup” tires. This raises 
the guarantee to 6,000 miles, and the 
new basis of mileage adjustment not 
only applies to tires bought since the 
increase became effective, but also to 
those now in actual service all over 
the country. 

This announcement, according to 
G. C. McCullough, local branch man- 
ager of the company, logically follows 
the result of the official test by the 
Automobile Club of America, of 
strictly stock tires, bought by club 
officials from dealer stocks at widely 
scattered points. In this test nine 
tires were run to a finish on heavy 
cars and rolled up a certified average 
of 6,760 miles, three casings exceed- 
ing 8,900 miles. 

“Adjustments on the former basis 
were negligible,” says the announce- 
ment. “Having, by this conclusive 
test, proved to the entire satisfaction 
both of prospective tire users and our- 
selves that our tires were capable of 
averaging far in excess of the stipu- 
lated guarantee, we felt more than 
justified in boosting the guaranteed 
mileage service to 6,000 miles, basing 
our action on the excellent showing 
made in this severe try-out. 

“Since earning this certified aver- 
age, however, we have developed and 
applied a new toughening process to 
1915 “V. C.” tires, which provides 
fully 50 per cent. additional wear re- 
sistance.” 


JOHN C. KREIDT AND COMPANY, 
Fort Wayne, Ind., has been incorpo- 
rated for $10,000 to manufacture 
sheet metal products. 
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herrmo, 
Garden Hose 
LIGHT WEIGHT 


Guaranteed for two seasons 


Here is a five-ply hose of light 
weight, special duck of great 
strength and durability. 


Excellent friction, tube and cover. 
Very flexible and durable. Guaran- 
teed for two seasons for lawn or 
garden use and especially recom- 
mended for florists, gardeners and 
contractors. Should be in every 
stock because of the special guaran- 
tee. High pressure. 


SAKONOLD 


. GUARANTEED FOR 2 SEASONS 
-\\ Tnermoid RUBBER CO. 
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The Thermoid line is the most complete 
and largest line of garden hose manu- 
factured. It embraces a particular grade 
of hose for every purpose and varies from 
the lowest priced to the very best. 


Thermoid is recognized as the Stand- 
ard the world over. 

All grades made with our elastic non- 
drying tubes and covers which will not 
peel. 3 

Every piece of fabric and every com- 
pound is tested before and after manu-" 
facture and every length of hose is rigidly 
inspected before shipment. 

Booklet, “A Simple Solution of Your 
Garden Hose Problem” on request. 


! Thermod mod Rubber Compang 


TRENTON, N. J. 


Makers of Thermoid Brake Lining and Nassau Tires 


eee Chicago Pittsburg Indianapolis San Francisco 
—— Philadelphia St. Louis Detroit Boston 
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“Ufaseo” Oil Can Holder 


and Dash Ventilator 


The Unique Findings & Supply 
Company, Providence, R. I., is mar- 
keting the “Ufasco” adjustable oil 
can holder and the “Ufasco” dash 
ventilator for Ford cars. The oil 
can holder is made of heavy pressed 
steel, copper finished. It is adjusta- 
ble to hold all sizes of 3%, 3% and 
4%-inch oil cans and it holds the can 
tight, preventing rattling. It may be 
fastened either with or without a 
bracket. This device is useful on au- 
tomobiles, motor boats, aeroplanes, 
fire apparatus, farm machinery, loco- 
motives, etc. It is priced at 25 cents. 

The “Ufasco” dash ventilators for 
Ford cars are stated to be neat, prac- 
tical and efficient, adding to the com- 
fort of the occupant of the front seat 
of a Ford car by carrying away ex- 
cessive motor heat. This ventilator 
can be used in rainy weather without 
admitting rain into the car. It is 
easily attached and there is nothing 
about it to get out of order. The 
“Ufasco” ventilator is made of 
pressed steel in either copper oxi- 
dized or gun metal finish, selling for 
$2.50 and $2 per pair, respectively. 


The “U-W” Pull-Out Line 


The Upson-Walton Company, 1294- 
1310 West Eleventh street, Cleveland, 
Ohio, is manufacturing the “U-W” 
pull-out line. This line is made of 
%-inch, extra flexible, steel wire rope 
and it is 30 feet long. It has a sling 
of Manila rope spliced in each end 
for ease in attaching the rope to the 
axle. 

These slings also avoid scratching 
the car and serve as a spring for the 
wire rope, taking the strain at start- 
ing and over rough places. The pull- 

















The “U-W” pull-out line 
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The “Ufasco” oil can holder is shown at the left; the right-hand view shows the 
“Ufasco” dash ventilator 


out line has a strength of approxi- 
mately 5 tons. It occupies little 
space in the tool box, measuring 12 
inches in diameter by 3 inches thick. 
It weighs 5 pounds. This line, in a 
corrugated paper box, is listed at 
$3.75, in a brown canvas bag it sells 
for $4.25. 


Starr Bell Catalog 


The Starr Brothers Bell Company, 
East Hampton, Conn., is distributing 
its 1915 catalog, No. 63. This book- 
let lists the company’s line of gongs, 
ship, pinnacle and fog signal bells, 
door bells, hand and tea bells, milk- 
men’s, auctioneers’ and school bells, 
call bells, team bells, cow bells, sleigh 
bells and chimes. The catalog con- 
tains 133 pages. It is well printed 
and arranged. 


Iver Johnson Bicycle 
Booklet 


Iver Johnson’s Arms & Cycle 
Works, Fitchburg, Mass., has recent- 
ly published a new bicycle booklet, 
entitled “Facts Leading Back to the 
Bicycle.” This new booklet is at- 
tractively printed and _ illustrated, 
and contains 16 pages. It illustrates 
a number of the Iver Johnson bicycles. 


Gifford-Wood Bulletin 
No. 16 


The Gifford-Wood Company, Hud- 
son, N. Y., has published its new bul- 
letin No. 16, featuring the company’s 
line of wagon loaders. The new bul- 
letin contains 12 pages. It is well il- 
lustrated. - 


New Worthington Catalog 


The George Worthington Company, 
Cleveland, Ohio, has published a new 
catalog featuring the company’s line 
of bicycles, and motorcycle and auto- 
mobile supplies. This new catalog is 
well printed and illustrated, and it 
contains 95 pages. 


Van Cleef Accessory Catalog 


Van Cleef Brothers, Chicago, IIL, 
have published a new catalog featur- 


ing the “Dutch Brand” rubber: 


cements and specialties. This cata- 
log is well printed and illustrated, and 
it contains eight pages. 





Benjamin Automobile Tool 
and Screw Driver Sets 


The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon street, 
Chicago, Ill., has recently brought out 
the Benjamin automobile tool set 
No. 7 and the Benjamin screw driver 
set No. 1, both of which are shown 
in the accompanying illustration. The 
Benjamin automobile tool set consists 
of 4 screw driver blades, 1 angle screw 
driver blade, 1 gimlet, 1 spark plug 
scraper, 1 sharp pointed awl, 1 coun- 
tersink, 1 tapered reamer, 1 brad awl, 
1 Benjamin, friction drive, handle or 
chuck (which can be used interchange- 
ably with all of the above tools), 1 
double-ended alligator wrench. The 
set contains 12 tools. 

The Benjamin screw driver set 
No. 1 consists of 1 standard, friction 
drive, handle, with a four-jaw screw 
chuck and 4 tool steel, tempered 
screw driver blades of different 
lengths, diameters and shapes. These 
screw driver sets weigh 6% pounds 
per dozen and sell for $10.80 per 
dozen. 





| 




















The Benjamin screw driver set No. 1 is 
shown at the top; the lower view shows 
the Benjamin auto tool set No. 7 
































































June 17, 1915 


HARDWARE AGE 


91 














4 


yo 
Model ‘‘F’’ 


$4.00 Sparton 
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Fast-Traveling High Call 
of the Sparton 





is readily recognized in the Model 
“*F’’ now sold at all dealers’ at 
the new price of $4.00. Can be 


attached in ten minutes to any 
car. Hasthe true, reliable, decisive 
Sparton voice. 
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Is the largest hand horn on the 
market. The efficiency of the 
Sparton factory, the most extensive 
in America, makes possible the 
finest workmanship at a reasonable 
price. That is why the 

— - 





SAFETY SIGNAL 


Model ‘‘F’’ is the first and finest to 
be sold at $4.00. Finished in satin 
black and nickel or all black. 


Manufactured with true Sparton 
care. The diaphragm of every Sparton 
Horn is carefully hand hammered by 
a skilled workman until it has the 
right vibration to carry the clear, strong 
Sparton note. It has the far-reaching 
call for country roads—the quick, 
sharp cry for city traffic. 

Model ‘‘F’’ Sparton is now on sale 
at all dealers’ at the new price of $4.00. 


The Sparks-Withington Co. 
Jaekson, Michigan 
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Colgate’s “Moto-Bright” 
Soap and Mechanics’ 
Soap Paste 


Colgate & Co., 105 Hudson street, 
Jersey City, N. J., and 199 Fulton 
street, New York City, are manufac- 
turing Colgate’s “Moto-Bright” soap 
and Colgate’s mechanics’ soap paste. 
The “Moto-Bright” soap may be used 
to wash a motor car without injury 
to its highly varnished surface, and 
it may also be used for household 
work. This product is packed in pails 
of 1, 5, 10 and 25 pounds, and also in 
kegs, half-barrels and barrels. 

Colgate’s mechanics’ soap paste 
contains no free alkali or injurious 
chemicals. It removes grime and 
grease and is useful in the home as 
well as in the shop and garage. In 
using this paste a small quantity is 
placed on the palm of the hand, after 
which a few drops of water are added. 
Then a lather is worked up between 
the palms of the hands, after which 
this lather is rubbed thoroughly over 
the entire surface of the hands, re- 
moving all grease and stains. This 
paste is packed in two sizes of pack- 
ages, Nos. 1 and 2. 


“Crown” Tires 


The Great Eastern Rubber Com- 
pany, Allentown, Pa., is manufactur- 
ing the “Crown” tires, which are 
guaranteed for 5,000 miles. In these 
tires the fabric is made of long fiber, 
Sea Island cotton and the highest 
grade of Para gum. The company 
states that the “Crown” tires are so 
constructed that the wear is taken off 
of the bead and put in the side wall, 
thus strengthening the tire. It is 
claimed that this construction dis- 
tributes the strain through the tire so 
that the wear is even. 

The “Crown” tire carcass and tread 
are inseparable. The carcass has two 
extra walls of fabric. The company 
also manufactures “Crown” inner 
tubes, in both red and gray styles. 
Both the “Crown” tires and tubes are 
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Cross-sectional view of the “Crown” tire 


made in sizes ranging from 28 by 3 
inches to 37 by 5 inches. The tires 
are made in both plain and non-skid 
treads. 


THE SILVER RAy LAMP COMPANY, 
Cleveland, Ohio, has been recently in- 
corporated for $30,000, to manufacture 
lamps. 
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A box of Colgate’s mechanics’ soap paste is shown at the left; the right-hand view 
shows a pail of the “‘Moto-Bright” soap 


“Center Fire” Spark Plugs 


The Milwaukee Auto Specialty Com- 
pany, 705-715 Chestnut street, Mil- 
waukee, Wis., is manufacturing the 

















The “Center Fire” spark plug. 


“Center Fire” spark plugs, which are 
for use with either magneto or bat- 
tery ignition systems. The company 
states that these plugs will increase 
the power of an engine from 10 to 20 
per cent., and also that they will not 
short circuit on account of oil, increas- 
ing the mileage. 

It is pointed out that the firing 
points of these spark plugs are 
brought down into the fresh mixture, 
allowing the combustion to travel in 
all directions at the same time. It is 
also stated that, on account of the 
points being placed away from the 
wall of the cylinder, carbon troubles 
are overcome and perfect combustion 
obtained. 

This plug is made with a porcelain 
lined body, securing double insulation 
and preventing short circuits inside of 
the body. This construction also al- 
lows of quick cleaning. The “Center 
Fire” spark plugs are made with %, 
%, 1, 1%, 1%, 2, 2% and 3-inch 
points. Longer points may be had at 
an additional charge of 25 cents for 
every inch or fraction thereof. 


New Reed Catalog 


The Reed Mfg. Company, Newark, 
N. J., is sending out its 1915 catalog, 


No. 15, featuring the company’s line 
of metal ware. This book is well 
arranged and printed. It contains 
167 pages and includes several color 
plates, showing some of the company’s 
products in their natural colors. 


Bissell’s Publicity Campaign 
Announcement 


The Bissell Carpet Sweeper Com- 
pany, Grand Rapids, Mich., and 25 
Warren street, New York City, is 
sending to the retail trade an an- 
nouncement of the company’s public- 
ity campaign. This announcement is 
in the form of a circular. 


“Eklips” Spark Plug Display 
Stand 


The Fulton Company, 726 National | 
avenue, Milwaukee, Wis., has brought 
out a new display stand for the 
“Eklips” spark plugs. The company 
is furnishing this stand to all dealers 
who purchase a stock of the “Eklips” 
spark plugs. 

The stand is made from a very 
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The new “Eklips” spark plug display 
stand 


heavy card measuring 11 by 12 inches. 
The printed matter is all die stamped, 
and printed in colors by a special proc- 
ess which makes it very attractive. 
Places are provided for six spark 
plugs and the stand is equipped with 
an easel back so that it may be set 
upon a show case or in a show window. 
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Progressive Hardware 
O Merchants Use Brass 
BELTIN Bound Price Cards 


ARTICLE 
HESE Price Cards are made in nine 
styles of stiff cardboard, covered on 
both sides with Crane’s Bond Paper 
and are designed to resist long, hard usage. 
Progressive merchants everywhere have re- 
placed old slip-shod, irregular cards with 
these neat and systematic price cards. 


The printed headings at the top of the 
cards underneath “‘Article’’ allow for neces- 
sary descriptive matter, followed by the 
aumber or size, retail price, special or quan- 
tity price, cost and list-price of the goods. 


Size Price 
No. Inches Each 
100 4x8 with Column Headings...... .20 
101 4x16 with Column Headings...... .25 
102 4x13 with Column Headings...... .20 
103 3x7 with Column Headings...... 15 
104 7x4 with Column Headings...... 15 
105 I1x8 without Headings........... 25 
106 8x12 with Column Headings...... .30 
107 5x4 with Column Headings...... ae 
108 10x12 wjthout Headings .......... 35 


All these Price Cards are furnished with 
blank space at the top for the name of arti- 
cle, for which Hardware Age Price Card 
Pasters can be used. 

The Price Card Pasters (on gummed 
paper), with names of more than 200 Hard- 
ware Articles, and with Column Heading 


amd Side FIGRGIMGD. occ cccccnee's $0.25 


HARDWARE AGE BOOK DEPARTMENT 


239 West Thirty-ninth Street New York City 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


MCLENNAN, ALBERTA.—Hooper Mains has started in the 
hardware business. 


HENSALL, ONTARIO.—Moore Brothers, dealing in hardware 
and related lines, who have decided to enter the manufac- 
turing business, have disposed of their stock to W. A. Mac- 
Laren. The new purchaser will carry a stock of belting and 
packing, paints, oils, varnishes and glass, fishing tackle, etc., 
and requests catalogs on hardware, tinware, etc. ; 


PARK HILL, ONTARIO.—Thomas Houghton has sold his hard- 
ware business to Linderfield Brothers. 


MILDEN, SASKATCHEWAN.—L. H. Cowell is purchaser of 
the stock of F. L. Gimby. 


RHEIN, SASKATCHEWAN.—Jacob Kinzel’s interest in the 
Rhein Hardware Company has been acquired by George 
Propp. The company requests catalogs on crockery and 
glassware, auto supplies, lime and cement, etc. 


SCEPTRE, SASKATCHEWAN.—-The Sceptre Hardware Com- 
pany has been reorganized, and J. H. Shields admitted to 
partnership. H. Dencker, a former member of the firm, has 
retired. 


Vipora, SASKATCHEWAN.—A hardware store has _ been 
opened here by the Hodson Hardware Company. 


SouTH PASADENA, CAL.—George W. Lawyer and his son 
Edwin have taken over the interest of G. F. Trask in the 
Oneonta Hardware Company. Mr. Trask will retire from 
active business. ‘The stock includes bathroom fixtures, buggy 
whips, builders’ hardware, building paper, cutlery, electrical 
household specialties, heating stoves, kitchen housefurnishings, 
mechanics’ tools, paints, oils, varnishes and glass, prepared 
roofing, refrigerators and shelf hardware, on which catalogs 
are requested. 


WEeEstT PALM Beaca, F.LA.—The Cutler Hardware Company, 
handling a line of axes, razors, Saws, sweepers, etc., has re- 
cently moved to 256 Alta Vista avenue, Waterloo, Iowa. 


Woopstock, ILu.—A. F, Mason and Rollo R. Mason have 
opened a hardware store under the title of Mason Brothers. 
A complete stock of baseball goods, bathroom fixtures, build- 
ers’ hardware, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines. hammocks and tents, heating 
stoves, home barbers’ supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting goods, toys and games 
and washing machines will be carried by the new concern. 
Catalogs requested on general hardware. 


PENNVILLE, IND.—The Pennville Hardware Company is 
purchaser of the business of the Warren Donart Hardware 
Company, to which a line of implements has been added. 


BLUE RAPIDS, KAN.—John Skalla’s interest in the Brown 
& Skalla hardware store has been acquired by his partner, 
W. P. Brown, who will continue under the title of W. P. 
Brown & Co. 


DopGE CIty, Kan.—The Nevins Hardware Company has 
engaged in business here, and will carry a complete line of 
hardware and implements. 


KANSAS CITy, KAN.—L. E. Rood, carrying a stock of buggy 
whips, builders’ hardware, children’s vehicles, crockery, fish- 
ing tackle, galvanized and tin sheets, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, silverware, shelf hard- 
ware and washing machines, has succeeded W. H. Lewis. 
Catalogs requested on the above items. 


KALISPELL, MontT.—Hector and Rudolph Robbins have re- 
moved here from Langford, and opened a hardware store 
under the title of Robbins Brothers. 


ALLEN, NEB.—Don Travers is sole owner of the stock of 
Krause & Bayley, who have retired from the hardware busi- 
ness. Catalogs requested. 


AUBURN, NEB.—The implement stock of McKenny & Arm- 
strong has been sold. A. J. Storms is the purchaser. 


EMERSON, NEB.—lIsenberg & Betcke have disposed of their 
business here to the Carhart Lumber Company, which will 
in addition to a regular line of hardware, carry a full line 
of plumbing, heating and electrical supplies, on which cata- 
logs are requested. 


EUsTIS, NEB.—Charles Uebele is now in charge of the im- 
plement stock of John Easterday. 


HEBRON, NEB.—C. M. Liggit, owner of an implement busi- 
ness at Carleton, has started in business here. 


INLAND, NEB.—John J. Donahue has opened a store here, 
carrying a full line of hardware and implements. 


YuTAN, Nes.—M. J. Turner has engaged in the hardware 
and furniture business. 


Brockport, N. Y.—The Cook & King Company has been in- 
corporated to deal in automobile accessories, bathroom fix- 
tures, bicycles, belting and packing, buggy whips, builders’ 
hardware, building paper, churns, cutlery, dairy supplies, dog 
collars, _——- tackle, furnaces, mechanics’ tools, paints, oils, 
varnishes and glass, kitchen housefurnishings, silverware, 
shelf hardware, prepared roofing, pumps, ranges and cook 
stoves, sporting goods, pumps, hammocks and tents, gasoline 
engines and refrigerators. Catalogs requested on the above 
items. The capital stock is $15,000 and the incorporators are 
W. W. King and W. E. and D. E. Cook. 


Hupson FAtus, N. Y.—I. L. Fachney is successor to the 
Sherrill Hardware and Plumbing Company. He requests 


catalogs, literature and house organs from manufacturers of 
hardware and plumbers’ supplies. 


NoRTH TONAWANDA, N. Y.—The Hayden-Holler Hardware 
Company has changed its firm name to the Central Hardware 
& Plumbing Company. The change became effective May 12. 


SILVER City, N. C.—The Hardware Store Company has 
been incorporated with a capital stock of $25,000, to conduct 
both a wholesale and retail business in the following: Auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
building paper, churns, cutlery, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, lime 
and cement, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, silverware, sporting goods, 
wagons and buggies and washing machines, on which catalogs 
are requested. 


BELFIELD, N. D.—W. H. Hardy has opened a store, carry- 
ing the following: Automobile accessories, belting and pack- 
ing, buggy whips, builders’ hardware, churns, cream separa- 
tors, cutlery, dairy supplies, furniture department, gasoline 
engines, harness, heavy farm implements, heavy hardware, 
iron beds, kitchen cabinets, lubricating oils, mechanics’ tools, 
pumps, sewing machines, wagons and buggies and washing 
machines. Catalogs requested. 


Des Lacs, N. D.—The stock of the Kress hardware store 
has been bought by H. C. Tooley, 


DUNN CENTER, N. D.—The Dunn Center Hardware & Furni- 
ture Company has completed its building, which houses a 
stock of bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, children’s vehicles, churns, cutlery, dairy 
supplies, fishing tackle, furnaces, furniture department, galva- 
nized and tin sheets, gasoline engines, heating stoves, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games and washing machines, on which it 
requests catalogs. 


GWINNER, N. D.—Friberg & Johnson have secured the 
Shannon implement business. 


Jub, N. D.—vV. C. Rector has opened a hardware store and 
will deal in belting and packing, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, furniture department, galvanized 
and tin sheets, gasoline engines, harness, heating stoves, 
heavy farm implements, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, pumps, ranges and cook stoves, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
pe ere and buggies, and washing machines. Catalogs re- 
quested. 


MAYVILLE, N. D.—The Central Hardware Company has sold 
out its wholesale and retail hardware business to Bjelde & 
Hanson. The new firm is now in charge. 


McVILLE, N. D.—N. O. Haugen, who conducts a branch 
store at McHenry, has acquired the J. J. Arneson hardware 
business. The stock includes automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, wagons and buggies and washing machines, 
cn which catalogs are requested. 


MeEpINA, N. Y.—The hardware business of Hanlon Brothers, 
one of the oldest firms in this section, has been sold to Ban- 
croft & Clark, who have taken possession. 


CINCINNATI, OHI0O.—The Boebinger Hardware Company, 
wholesalers and retailers, of which Albert Boebinger is presi- 
dent, has leased a three story building at 307 Pearl street. 
The building will be used for storage purposes only, and the 
company’s present stock has been moved from its old ware- 
house. The new warehouse has two large show windows on 
the ground floor, and the use of these will enable the com- 
pany to double its window display space. 


BRISTOL, S. D.—John Biersbach is proprietor of a store 
handling a line of heavy farm implements. 


VERMILLION, S. D.—A dgal has been completed whereby 
Thomas Halderson has traded his stock, consisting of base- 
ball goods, belting and packing, churns, electrical household 
specialties, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, glass and varnishes, sporting goods, silverware, 
etc., to Atwood & Olson. The new owners request catalogs 
on a general line of hardware. 


COLEMAN, TEXAS.—The J. E. Stevens Hardware & Furni- 
ture Company’s title has been changed to the J. E. Stevens 
Company, and the capital increased from $30,000 to $50,000. 


CROCKETT, TEXAS.—The Smith-Murchison Hardware Com- 
pany has been incorporated as successor to the Smith Hard- 
ware Company, by S. L. Murchison, Samuel Smith and Smith 
Murchison. The capital stock is placed at $20,000. 


PAYSON, UTAH.—The Central Lumber & Hardware Com- 
pany has been incorporated with a capital stock of $20,000, 
by Henry Erlandson, president, and Otto B. Erlandson, vice- 
president and secretary-treasurer. 
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They 
Start 
Early ge 


Lovers of fine tools 
instinctively turn to 


| ATKINS SILVER 
STEEL SAWS and 
Specialties. “Use them 
and be happy’”’ is the 
slogan of good me- 
chanics everywhere. 





















If you cater to good mechanics, then you should show them the ‘Finest on Earth.”’ | 
The Saws that bring the highest class trade to your store—that satisfy them, when | 
they come—that pay the highest legitimate profit—the Saws with the “money- 
back’ guarantee. | 











ATKINS $iYE SAWS 


We make a Perfect Saw for Every Purpose. Do you sell them? We make the 
finest and most complete line of Plastering Trowels, Bit Braces, Grass Hooks, 
Corn Knives, Hack Saws and Frames, Circular, Cross-cut and all other Mi!l Saws. 


Write to the nearest address below and get our book, 
called ‘‘Pointers’’. Send for our latest catalog No. 12. 





You have always intended to eventually sell ATKINS SILVER STEEL SAWS, why not get 

started this Spring? Place your orders through your Jobber, or write the nearest address 

below. Write to our Advertising Dept. at Indianapolis and they will line you out with 
i a campaign that will get the business. . 


| The Silver Steel Saw People 
i Home Office and Factory, Indianapolis, Ind. 


























| Canadian Factory, Hamilton, Ont. | 
| Visit Our Booth, Branches carrying complete stocks in the following cities: . Our —, | 
Pacem Poste Address E. C. ATKINS & CO. Raaaeine cal 

| International Atlanta, New Orleans, Seattle, P a | 
| Exposition, Chicago, New York City, Vancouver B. C. Mar A am | 
! . , anufacturers | 
H San Francisco. Memphis, Portland, Ore. Sydney, N.S.W. Bldg., Block 26 

| Minneapolis, San Francisco, 

















Messrs. John Shaw & Sons, Wolverhampton, Limited, Wolverhampton, England, Agents for Great Britain. 
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; BUFFUM x 


TOOL COMPANY 


LOUISIANA, MO. 
MANUFACTURERS FOR THE JOBBING TRADE 


“HIGH-GRADE TOOLS FOR HIGH-GRADE WORKMEN” | 





* 











All Steel Wood Chisel 
‘Star Drill 


All Steel Handle Wood Gouge 


BUFF UMSTOO 


Hammer Head Crate Opener 






Double End Screw Driver Bit Gas Pliers 








| HANDLE A LINE OF TOOLS THAT WILL PLEASE YOUR CUSTOMERS 













Cane Shaped Pinch Bar Hand Beading Tool 





Tinners Rivet Set 


ae 


Solid Hack Saw 
Frame Malleable 





' Cape Chisel 
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Machinists Ball Pein 











| No One Ever Made a Reputation Selling Poor Tools—You Can’t—We Can’t 


BUFFUM TOOL COMPANY, = racrory-LOQUISIANA, MISSOURI 


AGENCIES 


C. W. Gause Co., No. 693 Mission St., San Francisco, Cal. E. C. Bonniwell, No. 2627 Humbolt Ave. S., Minneapolis, Minn. 
Carpenter & Smead, No. 6 East Lake St., Chicago, III. L. A. Benson, Knickerbocker Bldg., Baltimore, Md. _ 
Southwestern Sales Co., No. 1312 Busch Bldg., Dallas, Texas. C. N. Waterhouse, No. 813 Wainwright Bldg., St. Louis, Mo. 


C. S. Lawrence, Eastern Agent, 32 Warren Street, New York, N. Y. 
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